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Winter Egg 


Production 


Add D DOUGHBOY M Mash Concentrate 


When winter comes your customers can keep eggs coming 
too with Doughboy Mash Concentrate and Controlled Ce- 
real Grasses in the ration. With Controlled Cereal Grasses, 
your feed will have a new point of difference over compe- 
tition. Test after test proves that Controlled Cereal Grasses 
maintain egg production during the winter months without 
the usual decline. It means birds are fed nature’s way with 
a balanced diet. All poultrymen know that birds, on tender 
spring range, pick up in vitality, egg produciion soars... 
Controlled Cereal Grasses mean poultry have the benefit 
of springtime green grass feeding, year round. Remember, 
Controlled Cereal Grasses are not ordinary grasses. They 
are specially grown, unjointed grasses of wheat, oats, 
rye and barley, cut at the very peak of their vitamin 
potency and mineral conient. Only Doughboy can give 
you this new scientific ingredient. 


DOUGHBOY MILLS, INC. 


NEW RICHMOND, WISCONSIN 


100 8S. NET 


Without obligation to me, please 
send complete details on Dough- 
boy’s fresh green grass sales story 


Name. 


ey Address 
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HIS new plant has just been completed for the 

Quaker Oats Co. at Rock Rapids, Iowa. The 
grand opening was held on October 4th and was 
attended by over 2,000 people. 


As is usual in all modern plants Strong-Scott equip- 
ment was installed which included Head Drives; Reel; 


Triple Action Dry Feed Mixer, etc. 


To those who contemplate building or remodeling, 
we would suggest that you obtain full particulars on 


View showing the overhead installation 

and economical operation of our units will help you in- 


yg elgg crease your profits. Particulars sent without obligation. 


Fverything Jor Every Mill, Elevator 


and Feed Plant é 
The Strong-Scott Mfg Co. 
Branch Office: Great Falls, Mont. Minneapolis Minn. StoTy 


FRED H. CHASE, Representative 
Box 124 Oshkosh, Wis. Telephone 8187 
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“Merchandising is just as 
much of a scientific 
problem as the chemistry 
of nutrition.” 


MERCHANDISING MAGAZINE OF THE FEED INDUSTRY 


DECEMBER, 1940 


Vol. 16 | No. 12 
DAVID K. STEENBERGH 
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Advertising Manager 
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26 
ON THE COVER—Ever new is the 
wonder, the spirit, the happiness of 36 
he ristmas season. mbolic o 
that Santa will not forget him. The 50 
Feed Bag staff hopes that all its 
readers are likewise remembered this Kracked Korn... 32 
Christmas by someone dear to them. 
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FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of ... 
Wheat @nan 
Wheat Middlings 
Rye Middlings 
Malt Sprouts 
@newena Grains 
Linseed Meal 
Soybean Meat 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


Laboratories and Offices 


GENERAL BIOCHEMICALS 


INCORPORATED 


Manufacturers of 


NUTRITIONAL BIOCHEMICALS (Vitamins) 


FOR 
CONCENTRATES FOR FEEDS 
CAROTENE 
RIBOFLAVIN 


NICOTINIC ACID 


Other biologically important factors are also available. 
For further information write to 


GENERAL BIOCHEMICALS, inc. 


10 Laboratory Park ++ Chagrin Falls, Obio 


Guarantee 


“NU-HY" Grain Buckets 
are definitely guaranteed 


to increase the capacity 
of your bucket elevator 
from 10% to 50% by sim- 
ply replacing your pres- 
ent buckets. No other 


changes are necessary. 


Trade Mark Reg. U. S. Pat. Office. 


No other bucket possesses the features of 
the “NU-HY”. Hence, no other bucket 
can give you the same results. 

“NU-HY” Buckets are a definite means 
for you to obtain the leg capacity you want, 
so why not take advantage of our offer. 
Write today for engineering and price 
bulletin, also ask for our Capacity Analysis 
form No. 76 to enable us to submit guar- 
anteed recommendations. No obligation. 


The secret behind the 
success of the ‘““‘NU-HY” 
Bucket is its unique de- 
sign and flexibility. 


By continuous spacing 
we have increased capaci- 
b ties as much as 100%. 


Screw Conveyor Corporation 


719 HOFFMAN ST. HAMMOND, IND. 
EW CONVEVORS ELEVATOR BUCKETS 
U.S. PAT. OFFICE : 


TRADE MARK REG. 
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Sharpest 


A new development—a new acuteness in knife 
action — the Feed World's sharpest clean-cut corn 
cutting. 


Operation 


less corn makes a ton 


Fewer bushels of corn — to produce a ton of large- 
grade Supreme Quality ‘steel cut’—if you cut with 
a ‘goldencut’ EUREKA . . . Less power — less by- 
product —less knife resharpening expense . . 
America’s most modern, bestbuilt and cheapest-to- 
operate Cutters—there’s a suitable capacity 
‘Eureka’ for every mill. 


Ask for catalog B-167 


S. HOWES CO., INC., Silver Creek, N. Y. 
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|S 
We Now Have 
RADIO 
Working For You... 


16 key stations 

are vitalizing 

the ARCADY 
messages to feeders — 
just to help you make 
more sales. 


PREMIUMS 


in every sack 
is a premium 
coupon. it 
stimulates 
sales to 
present cus- 
tomers and 
brings in 
new ones. 24 page book- 
let shows valuable premi- 
ums available to your 
customers. Write for your 
supply — it’s free. 


LAY/NG MASH 


Right ahead of us are the months when eggs bring the biggest prices. It 
is your opportunity to render a real service to the poultry keepers of your 
area by selling them ARCADY Laying Mash to help them roll up egg 
profits by helping their hens roll out the eggs! 


REMEMBER! ARCADY Laying Mash is Laboratory Tested and Farm Proved. 
You can recommend it with complete confidence that it contains the vitamins, 
minerals, proteins, fats and carbohydrates in the exact scientific balance that 
laying hens need for heavy production and livability under ordinary laying 


house conditions. IT WILL HELP your customers to bigger egg profits — and 
build more sales for you. 


e ARCADY LAYING MASH contains certain “plus” ingredients which 


assure more complete nutrition for the hen:— 


WONDERLAS —a special high-value ingredient processed exclu- 
sively by Arcady. 


LIVER MEAL—supplies organic iron and vitamin G (riboflavin) 
manufactured by Arcady’s vacuum process. 


WHEAT GERM OIL—richest source of vitamin E helps produce 
eggs of high hatchability—the kind that find ready sale with hatcherymen. 


ARCADY 
FEEDS 


FOR ALL LIVESTOCK AND POULTRY 


ARCADY FARMS MILLING.COMPANY- 223 WEST JACKSON BLVD. 
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1940 


dealers find these are 


ACH year sees many business 

men try numerous merchandis- 

ing ideas to increase volume 
and profit. Some ideas are new, 
others are old, with new adapta- 
tions. The Feed Bag staff has culled 
the feed field, and here is our se- 
lection of the Best Feed Sales and 
Service Ideas of 1940. Why not clip 
some of them to help increase your 
sales for the coming year. 


FOLLOWUP ADVERTISING 

Following the advertising on a nation 
wide chain broadcast by the feed manu- 
facturer has built up sales for an Illinois 
dealer. Through the local newspaper and 
posters around the neighborhood, he ad- 
vertises the program, and then by listening 
to each program himself, picks up hints as 
to how he can best push feed sales during 
each season. By studying the national ad- 
vertising of the manufacturer, the dealer 
discovers the general trend of the advertis- 
ing and then makes a special effort to keep 
his local advertising and merchandising 
efforts in tune with the current efforts of 
the large scale publicity. 


FEEDING RECORDS 

“Figures don’t lie and we don't lie about 
figures” is the claim of an Illinois dealer 
who has built his sales promotion around 
the use of actual feeding records. A large 
blackboard display of feeding records of 
local customers brings many curious pros- 
pective buyers into the store to check up 
on the current figures. The actual use of 
feeding records has helped in another way 
to build efficient service for this dealer. 
His assistants and he have found that they 
need as much knowledge of problems and 
practices as the county farm adviser to an- 
swer questions that farmers bring up on 
feeding. Thus the store staff is kept on its 
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of 1940 in feed business 


toes constantly and is able to supply, not 
only the answers to whatever question is 
asked, but generally is able besides to cite 
specific instances of similar problems met 
by one of their customers, and then show 
records on the case. 


SEED MERCHANDISING 

By displaying bulk seeds in open bins 
together with a colored picture of the plant 
in each, a Pennsylvania feed dealer has 
increased his seed trade to a large volume 
a year. Just before seed season opens, 
the dealer installs a 20 foot section of 
counters in the rear of his store, with a 
specially constructed bin section that holds 
more than 200 varieties of seed in bulk. 
Thus the buyer may actually see and han- 
dle the seed he is buying. This method of 
display has made bulk sales far out-do 
package seed sales. Follow-up is provided 
by sending catalogs every year. The cata- 
logs are provided by the seed growers and 
bear the dealer’s name on them. A further 
opening is provided for sales of garden 
tools and fertilizers to the purchasers of 
seed. 


PERSONAL CONTACT 

“Know your customer” is the motto of a 
New York dealer whose success for the 
last thirty years has been built around 
personal contact, not only when the cus- 
tomer comes into the store for feed, but 
by going out to the farms and meeting the 
customer and talking to him several times 
a week. This is accomplished mainly 
through a door-to-door route selling sys- 
tem that has been built up tothe point 
where it requires a small fleet of trucks 
for deliveries. Imperative among the re- 
quirements for a salesman for this firm is 
that he know his customers intimately, and 
this personal touch has been materially 
helped by the route salesmen. Customers 
have grown accustomed to seeing the truck 
pull in at a certain time, and expect it 
three or four times a week. 


USING A CAMERA 

Candid camera shots usually embarrass 
the subjects, but a North Dakota dealer is 
using them to help build feed sales. He 
encourages his customers to keep an ac- 
curate record of the amounts fed, and at 
the beginning of the feeding period goes 
out to the farm and takes a picture of the 
stock. An inexpensive camera equipped 
with flash bulb for inside shots does the 
job. Then, when the feeding period is over, 


or the stock is ready for market, the dealer 


goes out again and takes more pictures of 
the same animals. The results — graphic 
illustrations of the benefits of feeding good 
feeds, and a gallery of pictures within the 
store that draws customers. 


EFFECTIVE DISPLAYS 

Five displays throughout the entire year 
provide the most effective sales builder for 
an Illinois feed dealer who also handles 
poultry equipment and has a hatchery. 
The displays consist of chicks or turkeys, 
sometimes hogs, even live pheasants and 
goldfish are used. The chicks and turkeys 
are fed the same brand of feed the dealer 
sells, and in this way the customers are 
drawn into the store because of their inter- 
est in the progress made by the birds. As 
a result of the belief that anything live 
draws interest, 90% of the hatchery cus- 
tomers are now using the feeds sold by 
this dealer. 


TELEPHONE SELLING 

Working on the principal that human 
nature will always bring at least ten extra 
listeners to every call made on the rural 
party line, an Ohio feed dealer makes use 
of the phone every day to carry his mess- 
age to prospective customers in the vicini- 
ty of his store. A card file with the number 
of every customer already sold provides 
the start for his system. During odd mo- 


(Continued on Page Forty-seven) 
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Grind Your Grain 


power company advertising 
urges michigan farmers 


Power companies advocating that 
farmers buy feed grinders and grind 
their own grain do so apparently because 
they want to increase their power load. 

On the other hand feed dealers do not 
like such advertising for it invades the 
feed dealer’s legitimate field, because 
grinding is one of the services through 
which a dealer can bring many farmers 
to his mill regularly. Feed dealers, unlike 
power companies, do not through fran- 
chise, have a monopoly within their fields, 
and thus must face daily competition from 
many sources. The feed industry vigorous- 
ly protests such advertising and subse- 
quent merchandise practices on the part 
of power companies as tending toward up- 
setting legitimate free enterprise in the 
feed field. 

The Feed Bag is indebted to Floyd W. 
Bergy of Bergy Bros., Elevator, Alto, Michi- 
gan, for sending us an advertisement ap- 
pearing in the Michigan Farmer headlined, 


“I GRIND MY OWN GRAIN... AND 
SAVE MONEY!” 

Mr. Bergy writes, “Please find copy of 
power advertisement in the Michigan 


Farmer. I believe feed dealers and eleva- 
tor operators should know about this ad. 
I think perhaps 90 per cent of all elevators 
and feed mixers in this area of Michigan 
buy their power to do custom grinding and 
mixing from Consumers Power Co. On the 
east side of the state they buy power from 
the Detroit Edison Co. 

“Now we feed men have fought this 
battle against road mills and have them 
about eliminated and in turn the power 
companies are selling us the extra energy. 
I would seriously question whether the 


farmer can save money by grinding his 
own feed. 

“Not only that, but if he did he wouldn't 
have our mixing service which is valuable 
to him. We believe we have helped the 
farmer by urging him to use concentrates 
to balance his home grains so that he can 
make pork, milk and eggs cheaper. I 
think this kind of service is worth far more 
to him than to save a little on grinding. 

“In most small towns the power com- 
pany would never have come in had it 
not been for the feed mill load, and of 
course not into the rural sections. 

“We do not make any money on our 
custom grinding at 742 cents cwt., but we 
must have equipment to make our own 
feeds. The power company sets our de- 
mand charge and of course custom grind- 
ing helps to use enough energy so that 
we buy it cheaper. Custom grinding brings 
customers to our store so that we can sell 
other things. We think it is through our 
work that farmers are feeding as good as 
they are, and if they didn’t come in with 
grists we wouldn't have had the chance 
to talk to them regarding better feeding 
methods. 

“Will you please call this important mat- 
ter to the attention of the trade.” 

Are power companies in your area ad- 
vertising that farmers install their own feed 
grinders? If so, write The Feed Bag and 
enclose a copy of such advertising. 


Indiana Dealers Will 
Meet January 27-28 


A prominent place will be given to feed 
industry merchandising discussions on the 
program of the annual convention of the 
Indiana Grain Dealers association, set for 
Jan. 27-28. According to secretary Fred K. 
Sale, an “Information Please” questionnaire 
will be the highlight of the meeting. 

In announcing the quiz, Mr. Sale declar- 
ed that interest shown in feeds and feeding 
subjects at the recent nutritional school for 
Indiana dealers had influenced the conven- 
tion committee to include the special fea- 
ture. Awards will be given to all Indiana 
feed men whose questions are accepted, 


SAVINGS to the farmer by 
grinding his own grain is 
the theme of the advertise- 
ment, left, published by 
Consumers Power Co. in a 
recent issue of the Michi- 


gan Farmer. Dealers in 
Michigan object to such 
advertising. 


and additional awards made to those who 
stump the “experis”’. 

Troublesome legislation and merchandis- 
ing are among the other topics which will 
be discussed during the two day meet. 
An expert from Washington D. C., probably 
Harold Stein, will be on hand to discuss 
the wage-hour act, and to enlighten the 
dealers on the involved cases, such as the 
feed manufacturers and the mixers of feed 
in country elevators. 

This discussion, too, will be handled by 
means of submitted questions, in order 
that more ground may be covered than is 
possible in an open floor discussion. 


BLATCHFORD MEETING 
Salesmen attending the annual district 

sales meeting of the Blatchford Calf Meal 
Co., Waukegam, Ill., December 10, reported 
that feed dealers throughout the nation 
believe that 1941 will be a big year for the 
feed industry. James Flinn, president, and 
J. E. Sams, vice president and sales man- 
ager, were in charge of the Blatchford 
meeting at which sales promotion and ad- 
vertising campaigns for 1941 were dis- 
cussed. 

WATERLOO DEALERS MEETING 
The annual dealers meeting of the 

Waterloo Mills Co., Waterloo, Ia., will be 
held February 3 at Waterloo, according to 
an announcement by C. G. Orsinger and 
Glenn Bown. The meeting will be attended 
by more than 400 dealers and yearly is 
one of the largest events of its kind in 
the country. 

@ E. S. JOHNSTON, a feed man, who op- 
erates a mill at Pasco, Wash., was elected 
mayor of that city in the recent election. 


OHIO 

Paul Bone, Chillicothe, recently announc- 
ed the opening of his new retail feed and 
flour store. 

Vanderslice Mill, Garretsville, sustained 
a loss of $20,000 in a fire. William L. Scott, 
Mrs. Scott, and Mrs. Lillian V. Russell are 
co-owners. 

Shinrock Elevator, Huron, recently com- 
pleted the installation of $3,000 worth of 
improvements and remodeling. 

Herrman-McLean Co., Monroeville, com- 
pleted a new addition to its present ware- 
house early this month. 

J. I. Baransy, Ada, died at his home 
November 2 at the age of 71. Baransy 
operated a grain elevator. 

Continental Commercial club, Continen- 
tal, is seeking a location for an alfalfa 
processing plant. 


THE FEED BAG — December, 1940 


7 
3 
| 
consult sou" toca! or 


ADM 
WHEAT GERM WHEAT GERM 


FOR BIGGER P 


THROUGH BETTER 
Your Lit aad Poulrry Pe 


ADM WHEAT GERM olL 


OF VITAMIN E 


should have 


A RICH NATURAL SOURC 


ORDER THIS attractive introductory display kit containing a 
half-gallon of ADM Cold Pressed Wheat Germ Oil. You sell the 
eight four-ounce tins for $1.00 each, and the two one-pint tins for 
$4.00 each—a total of $16.00, or a profit of 60 ¥ on your investment. 


100 1.85. NET 


WHEAT GERM OIL 


GET THIS FREE —a 100-pound sack of ADM Premix, which 
ordinarily costs you $12.50, and one of these three valuable books. 
ADM Premix added to your better grade feeds will help to increase 
sales and show you a much greater profit from your feed line. 


Co. 
SPECIALTIES DIVISION 


ROANOKE BUILDING ¢ MINNEAPOLIS, MINN. 
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SACK 
ADM PREMIX 


with purchase of a $10.00 
introductory display kit of 
ADM Wheat Germ Oil! 


Here's your chance to cash in ona special holiday 
offer of ADM Cold Pressed Wheat Germ Oil! For 
the first time in history you can get a big, 100-pound 
sack of genuine ADM Premix, for which you regu- 
larly pay $12.50, absolutely FREE! In addition, 
you get a new $3.50 book, also FREE! 


HERE’S WHAT YOU DO 
Send in your order, on the coupon below, for the 
introductory display kit of ADM Wheat Germ Oil. 
Costs you only $10.00 .. . gives you a 60% profit. 


-HERE’S WHAT YOU GET 
In addition to the attractive display kit, contain- 
ing eight four-ounce tins and two one-pint tins of 
ADM Cold Pressed Wheat Germ Oil—plus a sup- 
ply of new, illustrated booklets, “Bigger Livestock 
and Poultry Profits from Vitamin E”’—you get 
absolutely free, a 100-pound sack of ADM Premix, 
and your choice of one of these three books— 
“Dairy Science,” by Dr. W. E. Petersen of the 
University of Minnesota; “Pork Production,” by 
W. W. Smith of Purdue University; or “Turkey 
Management,” by S. J. Marsden and J. H. Martin. 
Altogether, you get the display kit worth $10.00, 
the Premix worth $12.50, and the book worth 

$3.50—a $26.00 value for only $10.00! 
Start making extra profits with ADM WheatGerm 
Oil now! Clip coupon and mail it. Your introduc- 
tory kit,sack of Premix and book will be sent prepaid! 


ARCHER-DANIELS-MIDLAND CO. FBi2 

| | 

| Specialties Division, Roanoke Bldg., Minneapolis, Minn. 

Please send me prepaid the Special Holiday offer of the display | 
| kit, the 100-pound sack of ADM Premix and the book I have | 
| indicated below. My check or money order for $10 is enclosed. | 
1 0 Dairy Science 0 Pork Production 0 Turkey Management | 
all 
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ELKTON MILLING COMPANY 


E. P. LOUDERBACK, Proprietor 


Manufacturers of 


HIGH GRADE FLOUR, CORN MEAL, FEED, ETC. 
Plain and Self-Rising Flour—Elkco Chicken and Turkey Feeds 


LOCATED ON THE SPOTTSWOOD TRAIL AND LEE 
HIGHWAY ON THE SHENANDOAH RIVER 


ELKTON, VIRGINIA 
October 17, 1940 


Hubbard Milling Company 
Ambridge, Pennsylvania 


Gentlemen: 


Several years ago when we considered 
going into the feed business we decided on your 
Hubbard Concentrate as we felt that this was 
what we needed to make a good feed that would 
stand up for our customers and give them a profit 

m their feeding. 


We installed a Z-ton mixer in our mill 
at that time. This year we had to install a 
l-ton mixer in our brick warehouse to take care 
of the increased demand for our feeds mixed the 
HUBBARD SUNSHINE Waye 


Very truly yours 


By 
ELKTON MILLING COMPANY 


From all parts of the country, come the good reports of increased business and satisfied 
customers obtained The HUBBARD SUNSHINE Way. Making feeds that “Make a Profit 
For the Man Who Feeds Them” is the sound, sure way to create a profitable feed business. 


We invite inquiries from good dealer-mixers who are interested in building solidly for 


Hubbard 


EASTERN BRANCH 410 ELEVENTH STREET, AMBRIDGE, PA 
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LIFE INSURANCE The feed business has been generally profitable during 
FOR BUSINESS 1940 and is expected to continue to be so throughout 


the new year. This is always the case during a period 
of rising markets and the opposite is true, of course, when prices fall. It be- 
hooves the alert feed man, therefore, to now utilize his surpluses to best protect 
his business from the dire possibilities of depression. 


For this purpose, The Feed Bag suggests the purchase of life insurance with 
premiums paid by and all benefits payable to your business. 


We were discussing insurance recently with a young feed dealer who joined 
his father in the business 16 years ago. He was also married about the same 
time and began the purchase of life insurance. His father scoffed at the idea 
but some years later, when the depression froze the father’s investments, the 


son was able to get ready cash which the business needed by using his 
insurance policies as collateral. 


This feed business is now and has always been successful and financially 
sound which only serves to emphasize that it is impossible to foretell a possible 
emergency need for cash. Today, the son is carrying on the business alone, 


making a profit every year and continuing a planned program of insurance 
investment. 


Most firms borrow some money in good times as well as during a depression 
and, at any time, it will be found that insurance policies provide a desirable 
collateral on which loans may be obtained at a minimum rate of interest. Ask 
your banker about this. 


There are many types of insurance which may be used for business pro- 
tection but ordinary life is the most commonly purchased. Most businesses 
can pay the required premiums without noticing any shrinkage in the bank 
balance and if the dividends are left to accumulate it is surprising how quickly 
the policy is paid up. 


We recommend that every feed firm, now without this type of business 
protection, investigate life insurance before the start of the new year. 


p. &. The staff of The Feed Bag joins in wishing all our readers a happy 
holiday season. 
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Introducing Sally, Sue 


WN INTER’S breath was bitter cold as 
Sally-Sue Haines walked purpose- 
fully down the street toward her father’s 
feed store. By the time she reached the 
cubicle that served as office, some of her 
determination had left her. She smiled 
uncertainly as she knocked on the door. 
“May I come in, Mr. Haines?” she inquired. 

Sally's father was puzzled at such for- 
mality, but taking his cue from her, he 
replied, “Why, of course, Miss Haines. Do 
come in and sit down. What can I do for 
you today?” 

“Dad, I've come to apply for a position 

as bookkeeper and general sales assistant” 
was the serious response. 
“I was graduated last 
June from high school, 
and I’ve had five months’ 
experience in general 
office work.” 

“Now, Sally, I thought 
we'd been over all this 
before. A feed store is 
no place for a girl and, 
besides, your mother 
needs you at home.” 

“Oh, Dad!” wailed Sal- 
ly, “You know very well 
mother doesn’t need me. 

A feed store is just as 
much a place for a girl as 
the wholesale grocery, 
and I worked there all 
summer and fall, didn't I? 
Come on, Dad, do I get 
the job?” Sally-Sue look- 
ed pleadingly at her fond 
parent, who was a push- 
over for that particular 
look. She saw him weaken. 

“Well, all right, you're hired—tempor- 
arily. Report to work tomorrow morning.” 

Sally flung her arms around her new 
boss and kissed him resoundingly. “To- 
morrow morning!” she exclaimed, “why, 
I'm going to work right now.” She remov- 
ed her hat, coat and galoshes. “That litter 
of junk has been on top of the files and 
desks ever since I can remember and I've 
been itching to clean it up.” 

“Okay,” laughed Mr. Haines. “When a 
woman's got housecleaning on her mind, 
there’s no sense in reasoning with her. 
There’s no sense in sticking around, either.” 
He picked up his hat and walked out to 
the loading platform. 

Sally attacked the welter of papers and 
circulars that spilled from every available 
space and started to stack them into neat 
piles, for filing or discarding. The front 
door opened and a farmer came into the 
store and wandered around, looking at 
the various displays. When no one came 
forward from the warehouse Sally stepped 
out of the office and greeted the man. 
She recognized him as Dan Clement, a 
hard-working farmer. 

“Where's yer pa?” asked the man. 

Sally’s most dazzling smile shone as she 


feed dealer’s daughter 
gets job from father 


answered “He's just gone out, but I’m sure 
I can help you if you'll tell me what you 
want today”. 

“Wal, I was wantin’ some bran fer my 
layers. I thought mebbe yer pa could send 
out about half a ton tomorrow”. 


Sally, the daughter of a feed dealer, had 
absorbed some knowledge of the feeding 
business and was shocked to discover that 


this farmer wanted bran instead of egg 
mash, especially at this time of the year. 

“I suppose,” she began, “your flock is 
doing quite well with egg prices on the 
upgrade?” 

“Yep, prices are higher—but the produc- 
tion ain't so good. Can't understand it 
neither—I paid good money fer them hens 
but they ain't good layers.” 

“Do you think you're feeding the proper 
amount of egg mash?” Sally cautiously 
inquired. 

“I don’t use any egg mash—it’s too ex- 
pensive. Bran is good enough for any hen 
that ever scratched.” 

Sally restrained a gasp. “If you put a 
lot of money into those birds, I think it 
would be wise to pay a little extra for egg 
mash, if only to protect your investment,” 
she said. “You see, egg mashes are rich 
in minerals, proteins and vitamins, so as 
to produce eggs in healthy hens. Egg 
mashes cost more than a bran mash which 
you mix up yourself, but if you got only 
one extra egg each per laying hen, it 
would make up the added cost of this type 
of feed. But the ingredients in these mash- 
es increase egg production so that you'll 
get more extra eggs and they'll mean 
extra profit to you. Why not let me send 


out a few bags? You could separate a 
number of hens from the flock and feed 
them the mash. See for yourself if there is 
any improvement.” 

Mr. Clement had been following Sally's 
argument closely. He hesitated a moment 
before replying, taking time off to fill his 
corncob pipe. “Wal, I’m not gettin’ my 
money's worth from that flock now,” he 
said slowly, “so I guess 
there‘'d be no harm in 
tryin’ somethin’ else for 
a while. Yeah—send me 
five bags and I'll divide 
the flock, and test the 
egg-mash. If it works 
you've got a new custom- 
er for egg mash.” 

“Yes, sir!" gulped Sally. 
“I-is there anything else 
you need today? Some 
peat-litter, perhaps?” 

“Come to think of it, I 
need a bale of that, too.” 
said Mr. Clement. “Hope 
yer right about that egg 
mash. Good-bye.” 

“Good-bye”, quavered 
Sally-Sue. 

When he had gone, 
Sally sagged back 
against the bins behind 
the counter. She had 
really worked hard 
searching for convincing arguments. At 
last, she dimly realized that her father's 
job was not as easy as it looked. 

When Mr. Haines returned just before 
noon, Sally-Sue gave him several hog feed 
orders that had been phoned in, with the 
Clement list on the bottom. Noting that 
the farmer had ordered some egg mash, 
Mr. Haines turned to Sally-Sue with a 
puzzled look. “Why, child, I’ve been trying 
to sell Clement on using egg mash for 
three years and I never got any place. 
What did you do to him?” 

“Nothing special,” replied Sally-Sue mod- 
estly. “I just told him he'd make more 
money if he’d use our egg mash, especially 
now when egg prices are up. Guess he 
must have been in a receptive mood 
today.” 

“Well, well, this certainly puts me in a 
good mood, even if it does show me up as 
a poor salesman”. Mr. Haines eyes twink- 
led as he looked at his only child. “Maybe 
we really do need some new blood here.” 

“Does that mean I have a steady job, 
Dad? Should I come back tomorrow?” 

“Yes, my darling daughter,” teased Mr. 
Haines. You have a steady job. And you 
know—I think I'm going to like having you 
around.” 


meas 
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QUEENS FEED and RECOMMEND 

BMicnd AMERICA’S TURKEY KINGS and 

IMPORTANT SUCCESSFUL POULTRYMEN 

STON EMO GRANITE GRIT tT Stone Mountain Grit Company, Inc., guarantees 

’ that Stonemo Granite Grit will outsell any other 
brand of poultry grit, or your money refunded. 


Your poultry customers cannot lose by feeding Stone- 
mo Granite Grit—it promotes better hatchability, bet- 
ter livability and better productivity. 


Eighty per cent of America’s leading poultry feed man- 
ufacturers and their dealers have standardized on 

= Stonemo. These concerns have found from actual farm 
E. C. Foreman W. A. Seidel Guy Leader A. E. Guinn Royal Booth experience that their respective poultry feeds will do a 


Michigan Texas Pennsylvania Georgia Missouri better job when Stonemo is fed with them. You bein 
Contest Winner Contest Winner Breeder Contest Winner Contest Winner J 9g 


primarily interested in best results from your poultry 
feed cannot afford to run the risk of selling an ordi- 
nary poultry grit. 


Stonemo Granite Grit enjoys the recommendation of 
such poultry experts as Prof. James E. Rice, Dr. O. B. 
Kent, Mr. C. E. Lee, Mr. Carl Schroeder, Mr. A. C. 
Philips, as well as America’s foremost poultrymen, 
some of them shown on this page. 


Hob. Creighton H. C. Demme I. F. Kauder Walter Bishop W. J. Tibbals 


Indiana New Jersey New York Connecticut Ohio The necessity for the proper kind of grit is more im- 
R.O.P. Breeder R.O.P. Breeder Contest Winner R.0.P. Breeder Breeder 


portant than some dealers and poultrymen suspect. 
DO NOT CONTENT YOURSELF WITH THE 
THOUGHT THAT ANY GRIT IS SUITABLE FOR 
POULTRY, IF YOU DO, THEN YOU ARE APT TO 
BE DOING YOURSELF AND YOUR POULTRY CUS- 
TOMERS A GRAVE INJUSTICE. Stonemo Grit has 
proven its merits. That’s why we can offer it on a 
money back guarantee to give entire satisfaction. Do 


: you know of any other grit except ‘’Stonemo’”’ that 
we .H.D W. W. Sproul Omer Bagb A. J. Hannah : : 
Michigan Missouri Michigan. carries the endorsements of America’s foremost poul- 
Contest Winner Breeder R.O.P. Breeder Breeder R.O.P. Breeder try breeders and Directors of Poultry Research? 


Stonemo Granite Grit is not a competitor of Oyster 
Shells—both are very necessary. There are a few 
dealers and poultrymen who think Oyster Shell serves 
a grit—it does not. Oyster Shell will dissolve in a 
chicken’s gizzard within six to twelve hours. 


Do as other manufacturers and dealers are doing and 
standardize on Stonemo. You can’t lose, it is offered 


C.W. Wampler _—A.. G. Gingerich on a guaranteed sales basis to outsell any other poultry 
Virginia Towa grit on the market. Write for prices today. 
Turkeys Turkeys 


ALL SIZES» ‘CHICK To 
TURKEY ~ IN CLEAN 


nnesota hio ahoma - 
SACKS - fe RE E FROM Turkeys Turkey Breeder Turkey a Turkeys Turkeys Turkey Breeder 


WASTE~ GUARANTEED 


STONE MOUNTAIN GRIT CO. INC. 


LITHONIA . - GEORGIA 
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Dealers 


stress feed quiz and sales 
at des moines convention 


T WAS a meeting of good fel- 
lows early this month when the 
united feed and grain trades of 
Iowa gathered in Des Moines for 
the 4lst annual convention of the 
Western Grain & Feed association. 
The Hotel Fort Des Moines was 
crowded for three days, December 
3, 4 & 5, with exhibits in the lobby 
and on the mezzanine, and meet- 
ings, smokers, breakfasts, lunch- 
eons and a banquet filling all the 
other public rooms to capacity. 
Harold E. (Dodd) Theile, who re- 
tired as football coach at Fort 
Dodge to quarterback for the West- 
ern, called the signals and mixed 
the plays in just the right propor- 
tions to score touchdowns for both 
the feed and grain interests repre- 
sented in the organization. 
Ground gainers for the feed men 
included an “Information Please” 


program which was a power play 
with nine men in the line and two 
major advances through the air 
with J. E. Sams of the Blatchford 
Calf Meal Co., Waukegan, Ill., and 
Dr. V. E. Nelson of Iowa State col- 
lege, Ames, at the microphones. 

_ First downs for the grain men 
were scored by a backfield of gov- 
ernmental officials representing the 
A.A.A. and C.C.C. with end around 
plays by Elmer Sexauer, Brookings, 
S. D., president, and S. W. Wilder, 
Cedar Rapids, chairman of the 
country elevator committee, Grain & 
Feed Dealers National association. 

Other stars were George M. 
Strayer, Hudson, Ia., executive sec- 
retary of the American Soybean as- 
sociation; Clark L. Larson, Boyer 
Semersan Co., Wilmington, Del., 
Harry R. Clark, chief inspector of 
the Omaha Grain Exchange; Jack 
F. Leahy, Kansas City, president of 
the Federation of Cash Grain Com- 
mission Merchants Association, and 
Edgar Warren, wage and hour di- 
vision, department of labor, Wash- 
ington, D. C. 

The Feed Information Please pro- 
gram, which has been featured at 
practically every feed meeting in 
the country since first introduced at 


REPRESENTING the lowa depart- 
ment of agriculture, feed inspec- 
tion division, at the convention 
were, top, left to right, James 
Pierce and O. N. La Follette; 
C. M. Stormes, lowa Feed Co., 
Des Moines, eyes the exhibits; the 
English bull of Tom Dyer, Sargent 
& Co., Des Moines, also attended 
the convention and is shown listen- 
ing to his master's speech; Dr. 
V. E. Nelson, lowa State college, 
Ames; Wm. Sargent, Sargent & 
Co., Des Moines, and Dealer Art 
Nord of Creston, talk things over; 
Carl Orsinger, Waterloo Mills, 
Waterloo, and J. E. Sams, Blatch- 
ford Calf Meal Co., do a little 
visiting; Ed Davis, Des Moines, 
lowa manager for Mulkey Salt Co., 
cuts bear meat at a little party 
he gave for 30 dealers; Harlan W. 
Girton, Northwest Distributing Co., 
Mason City, and Carl W. Suttner, 
Mulkey Salt Co., watch proceed- 
ings. 


the Western convention last year, 
was repeated with such success 
that the questioning had to be stop- 
ped at 5:45 p.m. after almost three 
hours of interesting going under the 
skillful direction of Tom G. Dyer, 
Sargent & Co., Des Moines, as mas- 
ter of ceremonies. 

The experts who refused to be 
“stumped” were Frank Wells, who 
brought much glory to his firm, the 
Waterloo Mills Co., Waterloo, Ia.; 
M. B. Gardner, Penick & Ford, Ltd., 
Inc., Cedar Rapids, who spent two 
years assisting Dr. Frank B. Morri- 
son with the latest revision of the 
book, “Feeds & Feeding”; A. Z. Col- 
linge, Honeymead Products Co., 
Cedar Rapids; Ernest Lyser, Nation- 
al By-Products Co., Des Moines, and 
George Schaaf, Des Moines feed 
dealer who was first secretary of 
the former Independent Feed Deal- 
ers of Iowa. 

The umpires were Dr. H. L. Wilcke 
and Dr. V. E. Nelson of Iowa State 
college, Ames, and Carl W. Sievert 
of the American Dry Milk Institute, 
Chicago, who also serves as tech- 
nical editor of The Feed Bag Annual 
Red Book. 

Jack Sams, who is known to mem- 
bers of the famed Screwball Clan 


as “Killer Diller’, went to town with 


an address on merchandising which 
was widely praised by both feed 
and grain men alike. 

Pitfalls which the successful feed 
merchant should avoid, said Mr. 
Sams, are fear, cheapness, easy 
credit, indiscriminate buying and 
dirt and disorder, while stepping 
stones to profitable operations were 
named as friendliness, alertness, 
modern selling, trained personnel 
and good bookkeeping. 

The governmental officials, with 
W. B. Lathrop, Pete Bowers and Al- 
lan Sawyer representing the Com- 
modity Credit Corp. and Ed Ellison 
and C. M. Hunter representing the 
A.A.A., opened the convention on 


(Continued on Page Twenty) 
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* “Nopco” is a registered trademark 
of National Oil Products Company. 


1 


QUALITY —To assure you a high standard of qual- 
ity, exacting chemical, physical and biological tests 
are made in manufacturing each lot of “Nopco”’ Vita- 
min A and D oils. 


DEPENDABILITY —gach lot of “Nopco” Vitamin 


A and D oils is guaranteed standardized in Vitamin 
A and D potency as labeled. 


ECONOMY —«Nopco” feeding directions are 
based on years of research under both scientifically 
controlled and practical conditions. This background 
of research enables you to use “Nopco” Vitamin A 
and D oils effectively at the most economical levels. 


SER VICE—Quick deliveries, in a wide range of 
packages, from many convenient points. . . helpful, 
confidential service on nutritional problems. . . per- 
sonalized merchandising services ... are added 
satisfactions derived through the use of “Nopco” 
Vitamin A and D oils. 


REPUTATION—“Nopco” is a name known 
favorably to farmers from coast to coast. . . one that 
you may put on your feed bag with assurance and 
pride—no matter what “Nopco” oil you use or sefi. 


If you have. never used “Nopco” Vitamin A and D oils, write us today for complete 
details. There’s no obligation . . . and we'll send you free a copy of “Things to 
Know of Poultry Nutrition” as a token of our appreciation of your interest. 
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L. Bartlett & Son Grain Co. 


Grain Commission 


W. M. Bell Co. 


Grain Commission Merchants 


Roy I. Campbell 


Commission Merchant 


Deutsch & Sickert Co. 


Grain — Feed — Hay 


Franke Grain Co. 


Feed Merchants 


Johnstone-Templeton Co. 


Grain Commission 


P. C. Kamm Co. 


Grain Merchants 


Chas. A. Krause Milling Co. 


Famous Badger White Hominy Feeds 


Brewers’ Cereals — Table Corn Products 


Mauwauker, the market of personal 
service, holds a high regard for not only your 
patronage but your personal friendship. We, 
the undersigned firms join in wishing you a 
Merry Christmas and Health, Happiness and 
Success during the New Year. 


LaBudde Feed & Grain Co. 


Barley Receivers — Shippers Corn, Oats 


J. V. Lauer Company 


Commission Merchants 


Mohr- Holstein Commission Co. 
Shippers and Receivers 


Munkwitz Realty & Investment Co. 


Building Management 


The Paetow Co. 


Feed — Grain — Screenings 


The Riebs Co. 


Maltsters — Grain Merchants 


Stratton Grain Co. 
Grain and Feed Merchants 


MILWAUKEE GRAIN & STOCK EXCHANGE 


The Market of Personal Service 


Established 1858 
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EETH for chickens! 

Not even Bob Ripley would 

believe it if you'd suggest that 
hens have teeth, for you won't find 
them in the mouth of a chicken. 

How then does a hen get proper 
mastication, or crushing of its food, 
so that its system can absorb the 
rich productivity of quality feed to 
build and maintain a strong, well 
proportioned body and regularly 
form wholesome, fine tasting eggs 
that bring profit to poultrymen? 

Well, granite grit, plus a hen’s 
gizzard, does a better job of masti- 
cating for a chicken than teeth 
would, because this grit crushes 
feed into the smallest possible par- 
ticles so they can be acted upon im- 
mediately by the digestive juice 
and thus nourish the hen. 

“As you eat, so you are,” has 
long been the maxim for humans to 
follow to attain vigorous health. 
Man spends millions of dollars each 
year keeping his grinding molars in 
condition to masticate his food thor- 
oughly, but even so this care of his 
teeth often avails him little because 
frequently he gulps his food and 
sends it into his stomach with the 
major digestive work still to be 
done. 

Maybe Nature gave the hen a 
better deal than Man by providing 
her with a gizzard that can with- 
stand a lot of daily work, and in- 
soluble granite grit so that there 
would be no doubt as to the proper 
digestion to help her perform her 
functions regularly. 

Some interesting experiments 
with insoluble grit have recently 
been conducted by W. B. Griem, 
chief of the feed and fertilizer in- 
spection division, Wisconsin depart- 
ment of agriculture and markets. 

Mr. Griem took eight samples of 
insoluble grit and placed them in 
an acid solution for five days, the 
solution being approximately the 
same as the digestive juices found 
- in the gizzard of a chicken. It was 
kept at a temperature of about 98 
degrees to correspond with the 
body temperature of a hen. 

This unofficial test, conducted by 
Mr. Griem to see if these grits were 
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them 


really insoluble after immersion 
in the acid for a period of five days, 
revealed the following results: 


Grit No. 1 .03 (a quartzite) 
Grit No. 2 .80 
Grit No. 3 3.15 
Grit No. 4 0.96 
Grit No. 5 1.15 
Grit No. 6 1.37 
Grit No. 7 1.24 
Grit No. 8 1.81 


These eight insoluble grits show 
an average deterioration in the di- 
gestive acid of about 1.31 which 
makes them all practically insolu- 
ble. At the end of the five day pe- 
riod the grit is all eliminated by the 
hen and has served its purpose. 

Mr. Griem reports that the results 
obtained in this unofficial test will 
be rechecked officially very soon to 
show that all insoluble grits adver- 
tised and sold in Wisconsin are ac- 
tually insoluble. 

Poultry authorities for many years 
have advocated need for the use of 
insoluble grit in the feeding of poul- 
try. A good insoluble grit not only 
acts as a crushing agent in the 
gizzard, thereby aiding digestion, 
but it is also a cleaning agent for 
the gizzard, removing all fine parti- 
cles that may cling to the walls of 
this important organ. 

The natural instincts of the hen 
will lead her to eat plenty of good 
mash, as well as oyster shells which 
give high producers additional 
sources of calcium. She will also se- 
lect plenty of hard grit, if it is avail- 


HERE goes a trainload of 
Stonemo grit out of the 
Lithonia, Ga., plant, des- 
tined for poultrymen 
throughout the nation. In 
the middle picture, left to 
right, Mrs. and Mr. W. Da- 
vidson, and Mrs. and Mr. 
Charles Davidson who 
attend many conventions 
where Stonemo is exhibited. 
In the lower picture is 
shown part of the crushing 
machinery at the Stone 
Mountain plant which pul- 
verizes granite into grit for 
chickens. 


no but good grit helps 


digest food well 


able. This intake of insoluble grit 
sets a grinding action which breaks 
down the feed into smaller particles 
than any-made action can and thus 
the entire benefit of the feed is 
made available for the hens. 

Poultrymen have been quick to 
recognize the value of insoluble 
grit and thus it is that being den- 
tists to the nation’s ever-increasing 
poultry population is really Big 
Business. 

The need for poultry grit has 
helped the Stone Mountain Grit Co., 
a division of the Davidson Granite 
Co., Lithonia, Ga., build a volume 
of business on granite grit, which 
since 1930 has exceeded by far the 
demand for other granite products. 
In 1939 a new plant was erected 
which practically tripled the output 
of grit. 

Granite grit 


made by Stone ‘ 


(Continued on Page Fifty-two) 
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OUR three finest advertise- 
ments should be: First, you 
yourself; second, your em- 
ployees, and third, your store. 

Perhaps you never thought of it 
before but YOU, the “boss” of your 
business should be its finest 
advertisement. 

You may call your company John 
Doe, Inc. But, to your customers, 
your corporation isn’t a name like 
General Motors—it’s John Doe him- 
self, a living, breathing man whom 
your customers not only know but 
whom they either like or dislike. 

In a farming community, you can 
have no finer advertisement than 
to have your customers say: John 
Doe, Inc. — why that’s John Doe. 
He’s a square-shooter. You won't 
make any mistake seeing John 
about your feed needs because he 
knows his stuff and will see that 
you are treated right. 

To get folks to say that about you, 
—you've got to do more than just 
say “hello”, you've got to show 
them in many ways that you are 
personally interested in their wel- 
fare and success. The more you 
personally know about feeding, dis- 
ease and farm problems, the more 
alert and eager you personally are 
to help your customers, the more 
human and friendly you are in your 
relations with your trade—the more 
your customers will think of you 
and the better advertisement you 
become for your business. 

This thing of being your own best 
advertisement is a grave responsi- 
bility. It's so important—every feed 
dealer ought to go into a huddle 
with himself at least once a week 
and carefully analyze all the things 
he did do, yes, and all the things 
he didn't do. Then he should ask 
himself: “Was I a good advertise- 
ment for my company this week?” 

If you will do that; if you will al- 
ways keep in mind that you are 
your own best advertisement and 
act accordingly, then the farmers 
all over your community will do 
more advertising and more effec- 
tive advertising for John Doe, Inc. 
than anything John Doe, Inc. can 
do for themselves. 


ewe 


through personal contacts as 
well as in store and print 


Next to you, your employees 
should be your best advertisement. 
How do they treat your trade? How 
much can they help your trade? 


Well planned advertising should hold 
an important place in every feed dealer's 
merchandising campaign as is pointed 
out in this speech given by Martin Sue, 
Pratt Food Co., at the recent New Jersey 
feed dealers’ conference. 


Take the poultryman for a mo- 
ment. You know one of the most 
serious problems any poultryman 
has is disease. I don't think I need 
to tell you that if you have a man 
in your employ, or a man working 


with you in some way, who packs 
around a storehouse of sound, up- 
to-date knowledge on feeding and 
disease problems, that man can so 
gain the confidence and respect of 
the poultry raisers, they will be 
glad to feed as he tells them to. 

Such a man is one of the finest 
advertisements your company 
could have. His work will bring 
you business you could not get any 
other way. 

Next to you and your employees, 
your store itself should be your next 
best advertisement. 

You have all heard, from many 
sources, about the value of good 


(Continued on Page Thirty) 


CRANKCASE 
DRAINED 


“Gee, mister, a new farmhand like me wants to get along in this business — 
What's the matter with my idea?” 
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FASTER 
SELLING 
Egg Carton 


CUSHIONED 


E GG | 


ONE PIEC | 
© No SET-UP REQUIRED 
@ NO FILLERS 
@ NESTED, READY TO FILL 
© ELIMINATES BREAKAGE 
WONDERFUL DISPLAY 


Good Profit Item for Feed Supply Dealers 
Used in Thousands of Stores 


The New Carry-Safe Egg Carton is ideal for Feed Supply Dealers — for egg producers 
— for retail food stores. For the Feed Dealer it is a first rate, fast selling, staple profit 
item. For the egg producer it means economy — saves time in packing and handling — 


eliminates breakage. For the retail food store it provides a wonderful display of eggs 
and builds egg sales. 


Write Today For Samples - 


Telephone: Superior 3886 


SELF-LOCKING CARTON CO. 
615 E.lllinois St, Chicago, Illinois 


SELF-LOCKING CARTON CO. 
615 E. Illinois St., Chicago, Ill.—Dept DC 
Gentlemen: 


Please send samples and prices on the New Carry-Safe 
Egg Cartons. 


Executive 


Firm 
Address 


City 
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WALTER BERGER 


— western dealers 
(Continued from Page Fourteen) 


Tuesday morning with a discussion 
of the three year corn loan program. 
Corn this year, it was revealed, is 
being sealed at 61 cents per bushel 
and the last date for sealing has 
been extended from January 1 to 
September 1, 1941. 

Mr. Sawyer, who was recently 
named regional director of the 
C.C.C. with headquarters at Chi- 
cago, reported that he was reorgan- 
izing his office and expected to be- 
gin payments of handling charges 
to country elevators, some of which 
have been due since July, within 
the next six weeks. The shrinkage 
problem and charges for the un- 
loading of steel bins were also dis- 
cussed. 

Of general interest was the ad- 
dress of George R. Angell, Fort 
Worth, Texas, public relations coun- 
sel for the Rock Island railroad. Mr. 
Angell appealed for the goodwill of 
the grain trade and asked the coop- 
eration of all shippers and receivers 
in helping the railroads meet the 
demands of the national defense 
program. 

From Gastonburg, Ala., came J. 
A. Goode representing the Associa- 
tion of Southern Commissioners of 
Agriculture. Mr. Goode urged his 
listeners to cooperate in a move- 
ment to take the South “back into 
the Union, in spirt as well as in 
word. * * * 

“I ask that you join us in remov- 
ing these legal and economic 


TOM DYER 


shackles which have doomed us 
* * * in removing the inequities and 
discrimination in transportation * * * 
in removing those barriers to free 
trade between the states * * * in 
protecting the domestic markets for 
our animal and vegetable oils and 
fats * * * and to secure a living 
wage with which to pay you for 
those things you are best fitted to 
produce.” 


This IS J. E. Sams, vice president of the 
Blatchford Calf Meal Co., Waukegan, Ill. 
The picture published in the November 
number of The Feed Bag and identified 
as Mr. Sams was of another man no long- 
er connected with the feed industry. The 
Feed Bag sincerely apologizes to Mr. 
Sams and to our readers for the error. 
We also wish to thank the many friends 
who wrote letters calling the mistake to 
our attention. 


E. H. SEXAUER 


Handlers of seeds had their quar- 
ter at the final session of the con- 
vention Thursday morning. Prin- 
cipal speaker was Mark Thornburg, 
secretary of the lowa department of 
agriculture, and the new state feed 
law, written to conform to federal 
requirements, was explained by Dr. 
R. H. Porter, extension pathologist 
and botanist of Iowa State college. 

The ladies were royally entertain- 
ed throughout the convention and 
much praise was bestowed on Mrs. 
Gladys Stormes (wife of the well 
known “Stormy”) and Mrs. Frances 
Huddleston (secretary to Secretary 
Theile) who were in charge. Their 
entertainment included a dinner, 
luncheon, theater party, trip through 
the Register & Tribune building and 
the banquet at which Arthur Bray- 
ton, secretary of the Des Moines 
Chamber of Commerce, was toast- 
master. 

At the close of the convention 
Hugh Hale, Royal, who had ably 
served as president for two years, 
turned his gavel over to the new 
chief, Gayle Snedecor of the Farm- 
ers Lumber Co., Rhodes. Jim Ol- 
son, West Bend, chairman of the 
feed division, was elected first vice 
president, and Leland Miller, Cedar 
Rapids, chairman of the grain divi- 
sion, second vice president. 

Walter Berger, Des Moines Oat 
Products Co., Des Moines, and Har- 
old E. Theile were reelected treasur- 
er and executive secretary, respec- 
tively. Harry Dean, Iowa City, was 
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Merry, Chrisimas 


We in the Minneapolis Market join in ex- 
tending you sincere greetings for a Most Happy 
Christmas and take this opportunity to thank 
you for your patronage during 1940. 


Wayne Fish Co. Midland Hay & Feed Co. 


Representing Manufacturers of | Hay and Mill Feed 
Feed Ingredients 


J. A. Forrest Company North East Feed Mill Co. 


Wholesale Flour and Feed Feeding Oat Meal—Ingredients 
Merchants 


Hiawatha Grain Co. 


Grain and Screenings 


Reliance Feed Co. 


Mill Feed Jobbers 
Bunge Elevator Corp. 


Grain—Any Grade, Quantity R. R. Howell Co. 


or Time Mill Machinery and Supplies A. L. Stanchfield Co 


Feeds—“Stand by Stan” 
Cargill, Incorporated T. E. Ibberson Co. 


Specialists in Feed Mill & 


Coast to Coast Grain Service Grain Elevator Construction 


H. A. Vanderhoof Co. 
Cereal Grading Co. 4 S. Joseph Co, Inc. “Van” the Milkman 


Mill Feed Merchants 


Maney Bros. Mill Van Dusen Harrington 
Excelsior Milling Co. & Elevator Co. Co. 
High Quality Products All Feed Ingredients Grain Merchants 


MINNEAPOLIS 


The Primary Market for Feed, Grain and Machinery 
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new york dealer says 


Photes Sell 


also build good will 


BOUT 15 years ago several 

carriages with liveried drivers 

pulled up to the platform of 
the John H. Engel Feed Co. then at 
the corner of Remsen Land and 
Jericho Turnpike in Floral Park, L. I., 
N. Y., while cameramen made a 
movie of a business that was lo- 
cated in one of the town’s first 
buildings. Today, when trucks are 
being loaded with feed to serve 
hundreds of farmers in the area, 
another camera grinds. This one is 
in the hands of Charles Gregory, 
who with his wife, Lillian Engel 
Gregory, owns and operates this 
business. 

Gregory, a man scantly 30, sat 
behind the desk in the location the 
firm has occupied at 145 Jericho 
Turnpike for the past six years, 
looking over accounts and sales 
slips that total approximately $50,- 
000 in a year. He picked up a shiny 
new 16mm. camera that was on the 
desk near him. The shutter of the 
gadget responded to his profession- 
al touch, he ran the spring motor 


that could be heard over the chatter 
of the men who were in the rear 
warehouse loading a truck for de- 
livery 35 miles away. 

“See this?’ he said, holding the 
camera up, “it’s a camera that I 
believe is going to bring me more 
business.” 

“Farmers, I have found, are get- 
ting a bit tired of listening to the 
regular sales talks that feed dealers 
are giving them. I plan to make 
movies of my poultry and dairy ex- 
periments in which feeds play a 
major part.” 

“I figure to show these pictures 
at places where farmers gather or 
I'll even go into their homes and 
put on the films. They can see the 
results and statistics that I will have 
compiled along with the movies. 
It will open their eyes to what we 
have to offer.” 

“You won't give a sales talk?” 

“Sure. As long as there is a feed 
business or any kind of business, 
there'll be sales talks. Farmers like 
to know what they'’re getting and 
the pictures will be there to back 
up the sales talk.” 

“I don't intend to substitute it for 
our newspaper or direct mail ad- 
vertising, but to broaden my cam- 
paign by using pictures. I'll get a 
few reels from the feed supply hous- 
es and localize the program by 
showing some I've made.” 

Mr. Gregory, in the seven years 
that he has been in charge of the 
feed firm has built a business that 
is one of the soundest in the area. 
When Mr. Gregory had told about 
his movie idea, he began to ana- 
lyze the feed market as he sees it. 


THREE generations in the 
feed business are shown in 
the picture left, top, Charles 
Gregory, owner, John H. 
Engel Feed Co., Charles 
Gregory, Jr. and Denby 
Gregory, Charles Gregory 
Sr.'s father. The picture be- 
low shows the neat store 
front. 


Farmers, like good business men, 
are interested in cutting down pro- 
duction costs. It is sometimes im- 
possible in a sales talk to show a 
prospective customer exactly what 
can be obtained by buying a higher 
priced feed or by buying in larger 
quantities. 

To back up this he said that on 
numerous occasions he had found 
farmers who were enthusiastic and 
appreciative of the efforts shown by 
the feed store to make more money 
for him. Testimonial letters have 
been used in making sales but a 
picture story of the entire experi- 
ment along with results will net 
even greater sales and goodwill, 
he said. Price and quality are big 
factors in boosting gross sales. 
These can be clearly shown in the 
movies and with notarized graphs. 

The Engel store was founded 
more than 20 years ago by the late 
John H. Engel, a veterinarian. Floral 
Park had only a few buildings and 
Dr. Engel's territory was large and 
sparsely populated. In making his 
calls he saw the need of a first class 
feed store, one that carried a com- 
plete line of feeds that would solve 
many of the problems on which he 
had been called. The town’s first 
feed store was opened in an old 
frame building with a barn which 
was used as a warehouse. 

Up three or four blocks nearer the 
heart of the business section is the 
modern Engel feed store. The build- 
ing is of brick and the warehouse 
is directly in the rear, fronting on a 
side street, which allows ample 
parking and loading space for the 
trucks that are necessary in the 
business. 

While Dr. Engel used a Model T 
to make his delivery, the store to- 
day has a small fleet of new trucks 
operating on a regular delivery 
schedule. They are loaded accord- 
ing to the orders to go in a certain 
direction and start on the route. As 
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All clear ahead... 


The signal block says “go ahead” and the streamliner sweeps through to clear 
tracks and safety... 


In your business and ours, today, the safety signal for continuous success is quality. 


To you, as a feed manufacturer, it is important that every ingredient in your feeds 
bears the label quality, so that the final result may carry the same label. 


Atkins & Durbrow offers you quality in vitamin products—so essential to present- 
day feeding. Here, at the House of Vitamins, you find represented only companies 
that are well-known, and reputable—companies whose vitamin products are 
quality signals—safety signals for your own reputation. 


Associate your feeds with these names: E. R. Squibb & Sons, California Packing 
Corporation, Pabst Brewing Company, VioBin Corporation, American Butter 
Company. Buy their products through Atkins & Durbrow. You buy the finest in 
vitamin products for animal feeding—products of every type—for every require- 
ment—and at no premium price. 


We have sales representatives operating from 10 centrally located cities east of 
the Mississippi. Our local warehouse stocks are in many distributing centers. We 
can render you prompt, efficient service at all times. 


We urge you to see the Atkins & Durbrow representative the next time he calls. 
Hear his story. You'll find him the type of man you like to do business with— 
a true representative of a quality house. 


HEADQUARTERS FOR 
QUALITY VITAMIN PRODUCTS 


ATKINS DURBROW, 


(Proprietors of The OK Company) 


165 JOHN STREET, NEW YORK, N.Y. 


CHICAGO BOSTON DETROIT 
1524 South Western Avenue 177 Milk Street 3023 Vicksburg Avenue 
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EASTERN DISTRIBUTORS FOR 


E. R. Squibb & Sons 
 EXADOL 
3,000 or more Vitamin A and 
400 or more Vitamin D units 
VioBin Corporation 
REX WHEAT GERM OIL 


A cold processed, extracted 
oil, rich in Vitamin E 


Pabst Brewing Co. 


PABST'S BREWERS DRIED YEAST 


Contains 20,430 Int'l units 
18,160 gammas Riboflavin and 
158,900 gammas Nicotinic Acid 


2 
California Packing Corp. 
REGULAR BIOTOL 


Not less thon 85 Vitamin D 
and 600 Vitamin A units 


SUPER BIOTOL 


Not less than 3,000 Vitamin 
A and 400 Vitamin D units 


VITAMIN A OIL 
25,000 U.S. P. units 


per gram 
‘ Anterican Butter Company 
GREENMELK 


Young greeh cereal grasses and 
buttermilk in-semi-solid form 


DRIED GREENS-BUTTERMILK 


Young green cereal grasses and 
buttermilk in dried form 
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COD LIVER & (a= 


“G. P.” 
FORTIFIED 


400 D 
2000 A 


VITAMIN D in AOAC units. VITAMIN A in USP units 


SELECT A Feeding Oil 


Feeding Oil 


85D 
600A 


200 D 


400 D 
1500 A 


1000 A 


FORTIFIED 
COD LIVER OIL 


G. P. Fortified Cod Liver Oil is 
pure cod liver oil fortified in ac- 
cordance with Feed Control — 
official 1941 definition. 


Gorton’s “SELECT” 
COD LIVER OIL 


GORTON’S “SELECT” cod liver 
oil is a straight, 100% pure cod 
liver oil. U.S.P. Non-destearinat- 
ed, less than 1.41% free fatty acid. 


Gorton’s “VITAMIN 
A and 


Gerton’s “Vitamin A & D Feeding 
Oil” is in accordance with the 
definition for blended oils adopted 
by the Feed Control Officials for 
1941. 


A complete line of Vitamin Oils, produced, 
A.O.A.C. tested, and guaranteed by GORTON- 
PEW FISHERIES CO. of Gloucester, Mass. — 


America’s oldest and largest producers of codfish 
products. 


A range of Vitamin D from 85 to 400 units per 
gram, PLUS Vitamin A. 


GORTON’S “Production Control” — Economy 


in cost. 


NOW, as before, you can buy from the “GOR- 
TON FAMILY” the particular grade of oil best 
suited to YOUR feed-mixing needs. 


A CONSTANT SUPPLY from a RELIABLE 
SOURCE, distributed through direct sales agents 


and local warehouse stocks. 


For further information, prices and 
service, write to: 


NEW ENGLAND BY-PRODUCTS CORPORATION 


177 MILK STREET 
WESTERN DIVISION SALES MANAGER: E. F. Morris—4949 Vincent Ave. S., Minneapolis, Minn. 


e24¢e 


BOSTON, MASS. 
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tor of Topeka Roller Milling 

Co., Topeka, Ind., what good 
old fashioned salesmanship can 
do to increase volume of feed 
sales among stock growers, he'll 
tell you without any hesitation that 
it pays big dividends. Besides in- 
creasing his own profits by this 
method of constructive selling, 
Oesch’s program actually helps his 
customers make more money, and 
in due time this works right in his 
interest in the matter of establishing 
boosters among his satisfied cus- 
tomers. “They tell others, and after 
all your satisfied customers are the 
very best salesmen you can have,” 
Oesch pointed out in discussing the 
benefits accruing under this plan. 

“Selling is the most interesting, 
as well as the most important factor 
in any business, and that goes for 
the feed business just as much as in 
any other retail field,” Oesch de- 
clares. 

“People are influenced to buy 
radios, automobiles and many 
other things in that category for 
the pleasure derived from owner- 
ship. They buy necessities — and 
feed comes in this category — to 
make money. Now, the way I ana- 
lyze this thing the average farmer 
arrives at certain decisions for ac- 
tion or inaction, according to the 
status of the markets. If hogs, for 
example, are high priced when his 
litters are in the growing age, he’s 
instinctively a liberal buyer. Wants 
to use feed scientifically, and lots 
of it to rush his hogs along to mar- 
ketable weight as fast as he pos- 
sibly can. 

“Now that’s fine for me, but what 
happens when conditions are in re- 
verse gear, and hogs are low- 
priced, and going down. Instinc- 
tively, the farmer does the wrong 
thing, turns his growing pigs out 
on pasture, or feeds just enough 
straight corn to keep his herds 
‘healthy. Such a condition is bound 
to reduce the volume of custom 
grinding, and cause sales of other 
products to decline. What's the an- 
swer? Use common-sense salesman- 
ship, both to boost my own sales, 


I YOU ask Dan Oesch, proprie- 


THE FEED BAG — December, 1940 


good feed will bring 


and help these farmers make more 
money. 

“An amusing thing happened last 
spring. A farmer near here started 
in last February with 45 pigs. We 
had a heart to heart talk about his 
feeding program, and finally con- 
vinced him he should feed those 
pigs just as though they were 10¢ 
a pound. We sold this farmer a 
nice lot of mixed feed, besides do- 
ing quite a lot of custom grinding 
for him. In August when the price 


A WELL EQUIPPED plant, 
plus good products and 
planned salesmanship, form 
a good profit combination 
for any feed man, says Dan 
Oesch. His mill, shown 
above, is modern and well 
kept. 


was good, his hogs were ready for 
the market. Every time he would 
come in, he kept telling me, with 
some misgivings about how my ad- 
vice was going to work out—if he 
could only break even, guessed 
he'd be satisfied. But it turned out 
that he had hit a good time, and 
he made a nice profit on his hogs. 

“Results which you can see, and 
actually feel the money in your 
pocket are what count in building 
up future business through the con- 
structive use of common-sense 
salesmanship. There is nothing 
complicated about it, nothing diffi- 
cut, especially after you get a 
lot of farmers boosting for you who 
have made extra money following 
your advice. 

“No, we never use any high pres- 
sure methods, just sit down and talk 


it over man to man. Neither do we 
even approach any such a program 
as guaranteeing certain results. We 
do try to point out to our farmer 
friends how, over a period of years, 
they can hardly go wrong under a 
close adherence to the program of 
‘Feeding as though hogs were 10¢ 
a pound.’ We tell them, and they 
readily accept the theory that you 
can't always hit a good time, but 
it is sound and convincing logic that 
when market prices are high, it is a 
grand and glorious feeling to know 
that your hogs are ready. By the 
very same token, it is a mighty un- 
satisfactory predicament to see good 
prices for hogs, and regret that your 
hogs are not ready because you 
failed to feed them properly. I have 


. never seen a farmer who always 


hit the high price markets, so you 
have got to take the bitter with the 
sweet. 

“In this rich agricultural section 
known as the “Haw Patch,” about 
half of the farmers are of the Amish 
faith. Their industry is only exceed- 
ed by their thrift, both of which are 
exemplified in the magnificent 
farms which they own. Living sim- 
ply, yet securely, these patriarchs 
will have no telephones, yet they 
are not averse to using them to 
transact business. Use no motor 
trucks, yet will hire them to haul 
their grain. They will use no trac- 
tors in the fields, yet find them prac- 
ticable for belt-driven power to op- 
erate machines on their premises. 
Modern home appliances are taboo, 
not because they couldn't afford 
them, but for other obvious reasons.” 

Nearly all of these farmers go 
in for diversification, in which 
program most of their crops are fed 
right on their farms to cattle, hogs, 
sheep and poultry. Very few spe- 
cialize in one single type of herd 
or flock. This is fortunate, inasmuch 
as it provides an outlet for the To- 


(Continued on Page Forty-eight) 
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Mills 


HEN you are in business 
one mark of success is the 
ability to meet changing 
conditions. This ability has been 
particularly predominant in the af- 
fairs of Kile & Son, Kileville, Ohio. 
Located a short distance west of 
Columbus, this firm has been under 
such able direction that operating 
plans have been flexible enough to 
compensate for any change in busi- 
ness conditions. Later, we will show 
how the owners have kept alert to 
ihe situation but first let us look in- 
to the history of the company. 
Back in 1894 James Kile started 
a grain elevator at the site of the 


present location. Today the firm of 
Kile & Son is still operating at a 
profit in the same location in the 
town which bears the name of its 
founder. Right now Kileville is only 
a town of less than 100 persons but 
it is on a main line railroad and en- 
joys the benefits of its own post 
office. 

For close to half a century this 
firm has been under the sound busi- 
ness direction of the Kile family. 
Succeeding grandfather James Kile 
in 1909 was his son, Fred. Fred di- 
rected the company affairs until 
1930 and then the present owner, 
Elton Kile, took over. He had as- 
sisted his father previously since 
1912. 

But to get back to the factor 
which has played such an import- 
ant part in the success of Kile & Son 


driven from territory 
by ohio dealer’s plan 


—their ability to adjust themselves 
to changed conditions. 

Up until 1923 the firm derived 
practically all its income exclusive- 
ly from the handling of grain. The 
grain was purchased from neigh- 
boring farmers placed in cars and 
shipped to terminal markets. But 
in 1923 business conditions started 
to change. Competition became 
more keen, and net profits started 
to shrink. The firm began to look 
around for additional means of in- 


SET UP for efficient and 
profitable operation is the 
plant of Kile & Son. At the 
left an employe, Robert 
Brown, works at the Sidney 
mixer. The next two pic- 
tures show the exterior of 
the plant and Elton Kile at 
his desk. Last picture shows 
a seed cleaner. 


come. Scientific feeding was begin- 
ning to capture the attention of 
farmers in and around Kileville 
about that time. So the firm started 
te handle feed and has kept on un- 
til now, on Elton Kile’s own admis- 
sion, the feed business offers the 
firm's first line of contacts. 

Soon after the company had built 
a substantial feed volume, a new 
menace presented itself in the form 
of the portable mill. Here was an- 
other changed condition which had 
to be met. 


At first the portables cut deeply 
into the firm's volume. Then Mr. 
Kile decided that the only way to 
rid the neighborhood of the portable 
pests was to offer the farmer service 
even beyond what the mill-on-the- 
truck could offer. It was then that 
the firm spread the word to its cus- 
tomers that it would send a truck 
to pick up grain at the farm haul it 
to Kileville and bring the feed back 
to the farm, properly ground and 
mixed. 


This new system of attack proved 
to be the turning point of the battle. 
Farmers rallied to the cause, again 
gave Kile & Son their business vol- 
ume and soon the portable mills 
dropped by the wayside in the dis- 
ordered retreat of bankruptcy. After 
the victory was won the feed firm 
no longer had to extend that extra 
service to its customers — again 
proving the value of a flexible busi- 
ness policy. 

In 1930 Mr. Kile decided that 
there was room for another elevator 
at Amlin, Ohio. The elevator was 
opened and then in 1938 the firm 
was further expanded with the 
opening of a retail feed store in 
Plain City, Ohio. 

Elton Kile has some definite ideas 


(Continued on Page Forty-nine) 
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FROM THE , THE YEARS 
sAY-uusT Wy THATS BECAUSE NATIONAL =={ AT LARRO | 
LOOK AT ALL fy YONES HANDLES ADVERTISING RESEARCH FARM fag 
THE PEOPLE A LINE OF ARE A BIG HELP, jaa 
IN THAT PROVED HIGH TOO 
STORE! QUALITY FEEDS. 
BUSINESS 
SURE LOOKS 
GOOD} | 


Sarre ‘Farm-tested’ SOLD MEDAL 
FEEDS & FEEDS 


WORTH LOOKING INTO! 

every bit of their envious reputation for 
In a few territories the franchise to handle : Please give me full information about Farm-fested” Feeds : 
and tell me if there is a franchise open in my territory. 
pop pen. 8 i 
sive, alert and ambitious dealers are in- tetas i 
i 
vited to write us for complete details. | 
e e State. 4 
There is no obligation whatsoever. ae = | 
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arthur rahmeyer uses 


Persenal 


to help sell more feed 


TARTING in the feed business 

two years ago in the village 

of Wyoming, Ill., Arthur R. 
Rahmeyer, proprietor of Rahmeyer's 
Feed and Seed Store, has greatly 
increased this year’s business over 
last year’s and has doubled that of 
the first year. Personal contacts 
have done the trick, he says. 

When Mr. Rahmeyer began busi- 
ness, he had the advantage of a 
wide acquaintance among the farm- 
ers of his community gained 
through seven years’ experience in 
the same business working for an- 
other concern in the village. With 
this acquaintance as a nucleus, per- 
sonal contacts in and out of the 
store have been the principal medi- 
um for securing business. 

Mr. Rahmeyer handles two well 
known lines of commercial feeds, a 
medium price line and a higher 
price line. He also handles mill 
feeds, bran, shorts, dried buttermilk, 
soybean oil meal, linseed meal, 
cottonseed meal, salt, oyster shells 
and grit. With such an array of raw 
materials, no farmer who wants to 
buy any of these to use in connec- 
tion with his own grains needs to 
go elsewhere. By carrying a com- 
plete line of everything likely to be 
asked for in a feed store, Mr. Rah- 
meyer attracts many farmers into 
his store. Here Mr. Rahmeyer gets 
an opportunity to talk with them 
about feeds and feeding programs. 

But many more come in for other 
items—such items as poultry equip- 
ment and supplies, poultry and 
stock remedies, tanks, feeders, gar- 
den and field seeds, hybrid corn, 
electric fences and binder twine. 
The same people who come in to 
buy these items are interested in 
feeds and Mr. Rahmeyer contacts 
them on their needs in this line. 

These inside contacts are made 
in still another way. Mr. Rahmeyer 
from his past experience knew that 
if he could buy something as well 
as sell something, he could make 


many more contacts. Therefore he 
began buying cream. This, he says, 
is the best possible item to buy in 
a feed store for two reasons—first, 
it brings in many people two or 
three times a week, each time offer- 
ing an opportunity to stress feeds; 
second, the people who come in are 
all users of feeds and therefore all 
good prospects. The contacts formed 
with cream customers have been a 
very valuable asset in the sale of 
feeds. 

Mr. Rahmeyer’s sales run approxi- 
mately 60 per cent hog feeds, 20 per 
cent poultry feeds, and 20 per cent 
miscellaneous feeds. Cream is 
bought for a leading Peoria cream- 
ery and averages about 35 cans a 
week. A good trade has been de- 
veloped in binder twine, between 
75 and 80 bales having been sold 
the past season. 

In the summer time Mr. Rahmeyer 
makes most of his personal contacts 
in the store. During this season of 
the year he does not employ any 
extra help. 

In the winter months he employs 
an extra man most of the time and 
spends much of his own time in the 
field soliciting business. ‘No matter 
how well one is known,” he says, 
“there is so much competition that 
one must go after business and not 
wait for it to come. With several 
other feed solicitors in our com- 
munity, we also have to show pros- 
pective customers that we appreci- 
ate their business enough to solicit 
it. There is another angle to this 
personal solicitation on the farm. 
A better job can be done because 
we are working with this one end 
in view. There are no distractions 
as there are in the store, where we 
try to wait on customers and solicit 
sales of feed at the same timé. We 
can take time in the field to go 
thoroughly into every phase of the 
feeding program and answer every 
question asked us. There is no other 
method of securing sales that can 


compare with thorough, persistent 
personal contacts in the field. 

“Most of our personal solicitation 
is done by myself working alone. 
Our medium price feed line has a 
factory representative for field work 
and we go out with him on contract 
calls. Our higher price line does 
not follow up the contract practice 
and it is this line that pays us the 
most profit. Therefore most of my 
own solicitation work is done on 
this brand at regular prices and 
terms. 

“We use several formal methods 
of promotion that are an aid to per- 
sonal contacts because they keep 
our name before our buying public 
and serve as an introduction to our 
personal calls. We use ads occa- 
sionally in our local newspaper that 
we prepare ourselves. 

“Our village has a movie theatre 
that operates every evening. We 
carry an advertising card here. As 
the theatre attracts trade from a 
distance considerably beyond our 
own immediate trade territory, this 
card not only keeps our name be- 
fore our own immediate territory 
but has attracted some business far 
beyond this that would ordinarily 
go to some other buying center. 

“The manufacturer of our higher 
price line of feeds mails out circu- 
lars, booklets, etc. two or three 
times a year to a list of 250 farmers 
in our territory. This literature forms 
one of the best ice-breakers possi- 
ble for our personal calls on the 
farmers. As a usual thing, recipi- 
ents of this mail matter know some- 
thing about the claimed merits of 
this brand of feeds and so when we 
call are ready to ask questions 
about it. Many of them are partly 
sold on it by the time we call and 
it is up to us to show prospects the 
profit possibilities of this brand over 
others. 

“In addition to these formal meth- 
ods, our floor displays help consid- 
erably to make a good impression.” 
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. .. . Guaranteed potency 


of VITAMINS A aw D 


helps contribute extra eggs 


THE PAPERS carry news of rising egg prices. The egg- 
feed ratio is decidedly better. Your poultrymen see 
healthy profits ahead. 


That’s why they’re planning mow more than ever for 
peak production—for extra eggs. That’s why they’re 
making sure their flocks have mashes that feed eggs 
out of hens and pullets— mashes that keep bodies 
strong under the continuous strain of heavy production. 


*®4 trademark of E.R. Squibb & Sons 


EXADOL 


HIGH POTENCY 
_ VITAMIN A AND D FEEDING OIL 
Mid-Western Sales Agents 
THOMPSON-HAYWARD CO. 
165 John Street, New York 29th and Southwest pi 
1524 S. Western Ave., Chicago Kansas City, Mo 
Pacific Coast Sales Agents — : 
WM. H. FLOYD & COMPANY CARL F. MILLER & Co., INC. 
- 1206 Maple Avenue 1217 Sixth Avenue South 
Los Angeles, California Seattle, Washington 


Eastern Sales Agents 


THE O.K. COMPANY > 
Atkins & Durbrow, Inc. 
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Feed manufacturers who use Exadol* in their feeds 
can meet the vitamin A and D needs of poultrymen 
now — build their own sales to greater profit peaks. 
For Exadol is of guaranteed potency. It is a rich, 
dependable source of vitamins A and D for feed for- 
tification. 


Exadol is guaranteed to contain 3,000 (or more) vita- 
min A, U.S.P. XI units, and 400 (or more) vitamin D, 
A.O. A.C. chick units, per gram. 


Remember —“‘extra” eggs for your poultrymen mean 
“extra” profits for you from the sale of highly satis- 
factory feeds. Investigate Exadol. Mail the coupon 
for free Squibb vitamin feeding portfolio and prices. 


SQUIBB — a name you can trust 


E. R. SQUIBB & SONS 
Veterinary and Animal Feeding Products Division 
745 FIFTH AVENUE, NEW YORK CITY 


FB-12 


Please send your new Portfolio,“Squibb’s Contribution 
to Vitamin Feeding”. I understand this places us under 
no obligation. 


City. State 
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NUTRITION RESEARCH DISCOVERS 
VALUE OF MANY ‘TRACE’ MINERALS 


or as organic complexes,’ 


The feed that the farm animal or bird consumes is its only source of 
supply of the many chemicals required by the body’s natural laboratory 
system. Because of wide-spread mineral deficiencies of the soil, plant 
and animal products used in feed manufacture frequently are low in 
mineral contents. It therefore is often difficult and expensive to add 
minerals from organic sources to feeds. It is fortunate from the feed 
manufacturer’s point of view that (except for Sulphur which must be 
supplied in proteins that contain Sulphur-rich amino acids) “all the 
mineral elements can be utilized whether furnished as inorganic salts 
and that “it is obvious that if minerals in 
foodstuffs as usually consumed are not adequate, the amounts required 
can be furnished as inorganic additions to the diet.”* 


MANY “TRACE” MINERALS 
IN CHEMISTRY OF LIFE 


Research has shown that more than one- 
third of the 90-odd chemical elements 
known to man are associated in one way or 
another with life. Brief highlights of what 
nutrition scientists have discovered about 
some individual minerals follow. In addi- 
tion to the minerals discussed in the fol- 
lowing paragraphs, Calcium, Magnesium, 
Sodium, Chlorine, Potassium, Zinc, Cop- 
per, Germanium, Arsenic and Cobalt, are 
also concerned in life chemistry.* 


PHOSPHORUS — Required along with Cal- 
cium for bones and teeth and milk. It par- 
ticipates in the metabolism of carbohy- 
drates and in many other life processes. 
Phosphorus and Calcium must be supplied, 
in suitable forms and adequate amounts at 
a correct ratio. Lack of either mineral, or 
incorrect Calcium-Phosphorus ratios may 
cause faulty tooth structure, bone deforma- 
tion, poor growth and various other dis- 
orders including disorders of pregnancy 
and lactation. 


SULPHUR — Component of certain neces- 
sary amino acids of the proteins; also a 
part of insulin and of Vitamin B,. Sulphur 
occurs in small amounts in inorganic com- 
pounds in the blood and tissues of the ani- 
mal body. 


IRON — Universally known as a part of 
hemoglobin, the red pigment of the blood. 
In addition to its share in the work of 
carrying oxygen to the tissues, Iron also 
participates in oxidation processes within 
the tissues. 


SILICON — May be related to the elasticity 
of the skin. One investigator found that 
77% of the ash of feathers is Silicon, and 
concluded that it helps in the rigidity of 
feathers. 


MANGANESE — Regarded as essential in all 
animal nutrition, for normal growth and 
reproduction. Its importance in poultry 


*Scientific references on request. 


nutrition to prevent perosis is well-known. 
Manganese has been found in the liver, 
pancreas, and suprarenals, as well as in 
muscles, bones and skin. Experimental evi- 
dence indicates a_ relationship between 
Manganese and Vitamin B, metabolism. 


IODINE — Dietary essential and constituent 
of the thyroxin, an important product of 
the thyroid gland, known to be essential 
for all animals’ and birds. Deficiencies 
cause simple goiter and accompanying 
pathological conditions. 


RUBIDIUM — Occurs widely in animal tis- 
sues, particularly in the liver where its 
concentration is highest during the suckling 
period. It also occurs in milk. That this 
“trace” element is necessary for muscle 
development in the young has been sug- 
gested by biochemists. 


STRONTIUM — This metal has been found 
present in the bones of humans and ani- 
mals, and in the eye. Excesses of Stron- 
tium cause rickets, but certain Strontium 
compounds are used to relieve tetany. 


NICKEL — Traces of Nickel, available evi- 
dence indicates, act catalytically in enhanc- 
ing the effectiveness of low levels of Cobalt 
in stimulating Iron metabolism in hemo- 
globin formation. Nickel occurs in the 
pancreas. 


ADD MINERALS TO YOUR FEEDS 
THE EASY, LIME CREST WAY 


The feed manufacturer who adds Lime 
Crest Calcite Flour to his feeds for its 
Calcium value is at the same time enrich- 
ing his ration with fractional amounts of 
valuable “trace” elements. 

Learn more about The Lime Crest Way 
of adding needed minerals to feeds. For 
full information on Calcite Flour, Man- 
ganesed Calcite Flour, Iodized Calcite 
Flour, or Maniodized (Manganese and 
Iodine) Calcite Flour address: 


LIMESTONE PRODUCTS CORPORATION 
OF AMERICA, Box 6, NEWTON, N. J. 


— advertise feeds 


(Continued from Page Eighteen) 


merchandise displays in all kinds of retail 
stores from drug to department stores. 
You have all seen how cleanliness, order- 
liness and well conceived, modern mer- 
chandise displays have greatly upped 
sales for these retailers. 

They can perform the same job for the 
feed dealer. I have seen them do it and 
I do want to impress the importance of 
these things upon you. 

Yet, beyond all these modern retail store 
developments, there is something else that 
makes me say your store itself should be 
one of your strongest advertisements. 

That something is this: I think farmers 
feel more at home in a feed store than they 
do in any other store. 

That's an extremely valuable thing. It's 
something you should strive to nourish and 
build up in every way because when peo- 
ple feel at home in a certain store, they 
are likely to do a good deal more buying 
there than anywhere else. 

Your store should be clean, attractive 
and comfortable. It should be easy to get 
served there. But, most important—the at- 
mosphere in your store—which only you 
and your employees can create, should be 
one in which the farmer knows that he is 
welcome whether he stops for a minute or 
an hour, a place where he feels at home. 

There are many novel ways of making 
farmers feel at home in a feed store. I 
know one dealer who conceived the idea 
that after a long, cold winter ride to town, 
the farmers would probably appreciate a 
hot cup of coffee. That dealer started serv- 
ing coffee to the farmers, and, if my mem- 
ory serves me correctly, he told me so 
many new farmers started stopping in, his 
business increased 34% in two months. 

That was a clever idea. Perhaps you 
can think of some even better ones. Now I 
am going to tell you what you should do 
to make farmers feel at home in your store 
because what. one man can do along this 
line with ease and grace, might make a 
different type man look foolish. 

But I can tell you a good place to start. 
See to it that you and your employees 
serve your trade so alertly and courteously 
that you give your customers the very defi- 
nite impression, it is not only a pleasure, 
but a privilege for you to serve them. That 
kind of service will tell them better than 
anything you can say that they are “want- 
ed” at your store. Being certain you are 
“wanted” in a person's home or in a cer- 
tain store, will make anybody feel at home 
there. 

There is another question about adver- 
tising, and by that I mean whatever form 
of advertising you may now be doing, to 
which you must be able to answer “Yes”, 
if you are going to get every dollar's worth 
of business your advertising should pro- 
duce. That question is simply this: “Are 
you working with your advertising?” 

I am sorry to say that I do not believe 
the average feed dealer has developed 
the art of “working” with their advertising 
to the same high degree employed by the 
very large, big city retail concerns. That 
is not only true of the feed dealer, it also 
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seems to be true of most merchants serving 
rural trade. 

Now here's the reason I say that. 

In the nation-wide U. S. consumer pur- 
chase survey, every nickel of farm expendi- 
ture was traced. I have set down on this 
chart the actual figures on 9 average coun- 
ties which shows exactly what happens. 
The chart shows: 
Farmers in these coun- 

ties spend: 

With their local mer- 
chants they spend: 
Which means — they 
went to the merchants 
in nearby big cities 
and spent: 13,871,790 a year 

No, I'm not trying to tell you that farmers 
buy half their feed from big city merchants 
although I know some communities in 
which that happens. 

But, I am trying to show you that by 
“working with” his advertising, the big city 
merchant attracts to “broadway”, 50¢ out 
of every dollar that could be spent on 
“Main Street”. 

In view of these figures, it certainly be- 
hooves us in the feed business to do a 
better job of “working with” our own ad- 
vertising and thus keep more of this farm 
money circulating in rural sections where 
it belongs. 

Let us take a simple case that illustrates 
the difference between “working” and 
“playing” with advertising. 

Here's a group of advertising folders and 
booklets on feed. Most of you have litera- 
ture like it on whatever brand of feed you 
sell. What do you do with this literature? 

Do you put it out on the counter? Do 
you put it in racks where all can see and 
take it? Do you mail it occasionally with 
your statements? If you do all these things, 
you probably think you are working with 
your advertising. I say you are not, and 
here’s why I say that. 

One big reason why you have this ad- 
vertising literature is tc help you interest 
new customers in the feed you sell. Until 
you personally make certain that a portion 
of your literature is being used for that 
purpose, you are not working with your 
advertising literature fully. Here’s what I 
mean: 

In each community, there are some lead- 
ing feeders whom you are not selling. Sup- 
pose, when one of them stopped at your 
store, or better still, the next time you go 
out to see him, you said: 

“Bill, here’s a new hog book I got the 
other day that sure is a dandy. Look, it 
shows Purdue proved 6 times more pigs 
can be weaned, if they weigh at least 2% 
pounds when farrowed. Over here, it tells 
how to feed sows so they'll drop heavy 
pigs. It charts hog prices for the last 15 
years, shows month by month, just when 
pork is usually worth the most. That will 
help you plan your farrowing and feeding 
program so you can make the most money. 


$27,444,799 a year 


13,576,000 a year 


_ I only received a few of these books and 


I wanted to make sure you got one, so I 
brought this copy over before the folks 
coming into the store gobbled them up.” 

Now. I ask you, if you were Bill, could 
you help but feel flattered. Wouldn't it be 
pretty nice to know that some feed dealer 
you were not even buying from was inter- 
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Wooden pegs are commonly used about 
the place to hold small hasps over the eye 
when the padlock is ‘unnecessary. The 
pegs are always becoming lost and shake 
out easily. Take the spring portion of an 
old gas stove lighter or one of those dis- 
carded where used to ignite welding torch- 
es. Cut off just beyond the bends and 
turn them outwards as shown. This fits 
neatly into the eye, tho is easily and in- 
stantly taken out and replaced by com- 
pressing the spring valves. 

It will not jar out under any circum- 
stances and keeps the hasp down 
and in place. If the padlock used is small 
and not too heavy, when not in place to 
safeguard the door, snap and lock it in 
the eye of the spring below. It will not 
be in the way. A handy device for those 
doors you do not wish to keep locked, but 
pass thru continually and must be kept 
closed. 


ested in you and thinking about your wel- 
fare that way? Sure, you'd read the book. 
And, here’s something else, that dealer 
wouldn't have to do things like that very 
often ‘till you began thinking pretty serious- 
ly of buying from him. 

No book or folder picked up off the 
counter could give the feeder that impres- 
sion. But, if you'll make it your business 
to take your advertising literature and 
work with it personally in this way among 
your better prospects, then, gentlemen, 
your advertising literature will do a better 
advertising and selling job for you. 

That's one example of what it means to 
“work” with advertising. Here’s another. 
Most of you probably have mailing lists. 
But, let me ask, who is on that mailing list? 

It is just a list of your present customers? 
Then, how can it help you sell new 
customers? 

Is it just a list of your present customers? 
farm directory? Then how do you know 
you would care to sell all of the people on 
it? Maybe some don't pay their bills. Why 
waste money advertising to such people? 

Again, you may use a list of RFD box 
holders. Some of them may just grow truck 


crops. Others may live so far away you 
could not hope to hold their business 
steadily. Why waste good money advertis- 
ing to such people? 

Here, if you want to “work” with your 
mailing list, let me show you the kind of 
people you should make sure are on it. 

This chart was also made up from the 
date gathered in the U. S. consumer's sur- 
vey. This survey divided farmers into two 
groups: First, the 50% of the farmers who 
are most successful, Second, the 50% of the 
farmers who are least successful. 

It shows that the “top 50%” of the farm- 
ers buy 70% of all farm bought merchan- 
dise. 

Now, let's take it down to feed pur- 
chases. In this survey, New Jersey was 
studied as one of the central states. This 
survey proved that the “top 50%” of the 
farmers in these central states buy 75¥/2% 
of all the feed bought. The lower 50% of 
the farmers buy only 24%/2% of the feed. 

Look at it another way, the average 
New Jersey farmer is figured to spend, ac- 
cording to government statistics, about 
$820.00 a year for feed. Applying these 
percentages to New Jersey feed purchases 
we find: The “top 50%” of New Jersey 
farmers buy $1160.00 worth of feed a year, 
the “lower 50%” buys only $403.00 worth 
of feed a year. 

And, besides all this, who is most likely 
to pay you their feed bill, the most suc- 
cessful or the least successful farmers? 

Success in any business is largely a 
matter of selling the right people. Those 
farmers in your locality who belong to the 
top 50%, I can’t tell you their names, but 
you know who they are, are the folks 
who belong on your mailing list. 

It is up to you to make certain that these 
people are put on your mailing list. If you 
fail to put them on, your mailings, no mat- 
ter how cleverly you write them, can't help 
you sell these people. 

Some of you, undoubtedly, advertise in 
your newspaper, probably all of you make 
mailings, others may use the radio, and 
some may even use all three. 

I am not going to try and tell you which 
is “best. All are good, if you “work” with 
them. 

Let me ask this, when you advertise, 
what do you do? 

Do you just put an ad in the paper, an 
announcement over the air or deposit a 
mailing in the postoffice and then sit back 
and wait for the results? 

If so, and it makes no difference how 
well your ad is written, you won't get more 
than half the value out of it that you 
should. 

I have tried to paint this particular pic- 
ture because I believe a more thorough 
knowledge of how to “work” with adver- 
tising and better planning of that adver- 
tising is one of the greatest needs in feed 
retailing today. 

Advertising by itself—alone and unaided 
—will bring your prospects closer to your 
products. 

Advertise and advertise regularly. Plan 
and work with your advertising and soon 
your prospects and your products will be 
meeting here, at your store, the point of 
sale! 
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CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


DEEP IMPRESSION 
Doctor: “Why do you have BF7652 tat- 
tooed on your back?” 
Patient: “That's not tattooed, doctor. 
That's where my wife ran into me with 
the car when I was opening the garage 


doors.” 
* * * 


In poker it’s darkest just before you've 
drawn. 


NOT NOW 
Doctor: “Have you told Mr. Brown that 
he is the father of twins?” 
Nurse: “Not yet. He's shaving right 


now. 
* * * 


OH YEAH 
“Waiter, this soup is spoiled.” 


“Who told you?” 
“A little swallow.” 


atl 2 L.R. 
FEED Y co. 


SOLD HERE- 
Feed trun the Checkers] 


PORTRAIT ofa 
Money-Makings Merchant 


VER more than a hundred 

radio stations, three times 
each week this fall and winter, 
Chick Martin tells farm folks— 
“Go to the Store With the Checker- 
board Sign!” 


In more than eight million 
copies of national farm magazines 
and breed papers this same invi- 
tation is repeated—“Go to the Store 
With the Checkerboard Sign!” 


Upwards of 1,800,000 copies of 
“Checkerboard News,” Purina’s 
farm magazine, will be received in 
farm homes this fall, again remind- 


ing customers to “Go to the Store 
With the Checkerboard Sign!” 


When farm folks in your com- 
munity hear and read this “punch 
line,” as thousands of them will, 
where will they look? 


Make them look your way! Point 
the tremendous customer-building 
power of Purina Advertising in 
your direction. 


Let us help you to be known and 
seen as the man featured in almost 
fifty years of Purina Advertising— 
“The Store With the Checkerboard 
Sign.”’ Simply ask the Purina sales- 
man to call. 


PURINA MILLS, Checkerboard Square, St. Louis, Mo. 
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CAUTION 
Stranger: “I hear you have a fine cow 
now. What will you take for her?” 
Farmer: “Wait a minute! Are you the 
new tax assessor or has my cow been 
killed on the railroad?” 


* * * 


COUNTER ATTRACTION 
Betty: “I hope everyone notices my new 
hat.” 
Belinda: “Then you had better lower 
your skirt six inches.” 
* * * 


A scientist has discovered a method 
for making food out of burnt coal. A 
newly married feed man tells us his wife 
can reverse the process with the greatest 


of ease. 
* * * 


HOOKED 
“Why do you call him one of the landa- 
ed gentry?” 
“Well—er, er—he was just married.” 


* * * 


IRISH 

“Does this package belong to you? 
The name is obliterated.” 

“No, that can't be mine. My name is 
O'Brien.” 

* 

It has been reported that someone has 
discovered a process of making wool out 
of cow’s milk. That must make the cows 
feel awfully sheepish. 


* * * 


TOO TRUE 
Teacher: ‘What would Napoleon be do- 
ing if he were still alive today?” 
Wise Guy: “Drawing the old-age pen- 
sion.” 
* * 


INTRODUCTION 

Co-ed: “I never kiss strangers.” 

He: “I’m twenty-one years old and 
weigh 160 pounds. My home is in New 
York and I live with my mother and 
father. I've been in college two years 
and expect to graduate. When I do, I'll 
look for work. Let's go.” 


* * * 


ANY REFERENCES? 
Wanted: A salesgirl; must be respect- 
able until after Christmas. 
(ad from a New York newspaper.) 


* * * 


GRATEFUL ALUMNUS 

Graduate: “Professor, I have some 
money and I want to do something for 
my old college. I don’t remember what 
studies I excelled in.” 

Prof: “In my classes you slept most of 
the time.” 

Graduate: Fine! I'll donate a dormi- 
tory.” 


* * * 


Nietsche, a German philosopher, once 
said, “Insanity in individuals is rare—but 
in groups, parties, nations and epochs it 
is the rule.” 

* * * 
MODESTY 

Judge: “Have you anything to say be- 
fore I sentence you?,’ 

Prisoner: “Only that it takes very little 
to satisfy me, judge.” 
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Profit 


HERE are many good reasons 

why farmers nowadays need 

higher yearly incomes. They 
must have a dependable source of 
profit,” says Russell C. Fretz, presi- 
dent of Waterloo Farmers Equity 
exchange of Waterloo, Ind. 

This need helps them sell more 
livestock feed, many other items al- 
lied to them, and to get more cus- 
tom grinding for the basic reason 
that these products, and the scien- 
tific use of them are the very foun- 
dation of the modern farmer's 
source of profit. Early in his busi- 
ness experience, Mr. Fretz who is 
doing a flourishing business, sought 
and found an understanding of the 
farmers’ needs and problems, then 
cooperated with them by helping 
them make more money. The most 
profitable and greatest contributing 
factor in this program has been 
gained from actual farming activi- 
ties himself, with stock raising the 
main feature. He has not only found 
this highly profitable in itself, but 
it affords the finest opportunity in 
the history of agriculture to demon- 
strate to other farmers how they too, 
can make more money. Through 
this plan, and reciprocal service, 
they sell more stock feed, do more 
custom grinding for additional 
profits. 

Mr. Fretz describes below the 
plan and method of conducting his 
small 60 acre stock farm, and tells 
why it helps so much in furthering 
sales of merchandising and custom 
grinding. 

“In order to sell profitably in to- 
day's competition, I think it is most 
important to talk along the lines of 
making money for the farmer. Put 
the “You” in the selling plan, keep 
out the “We” angle as much as 
possible,” declared Mr. Fretz. ‘For 
example, we know the farmer 
stands squarely face to face with 
the competition of his prosperous 
neighbors who have mechanized 
their farms with high speed, pneu- 
matic-tired tractors, combines and 
other tools that reduce costs. 

“Besides, most farmers face a 
labor shortage. In spite of wide 
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dealer uses own farm 
to prove feed advice 


spread unemployment, good farm 
hands are hard to get at prices they 
can afford to pay. We must help 
him overcome this condition. It is 
the mechanized age and more and 
more farmers are coming to the full 
realization that they must put their 
farms on a mass production, labor 
saving basis. This requires ever in- 
creasing sums of money. Therefore, 
our ability and willingness to help 
him make more money through 
scientific breeding, raising and 
feeding, pave the way for higher 
profits in our own business. 
“Fortunately for us feed dealers 
and mill operators, this great agri- 
cultural need fits right into our 
hands like a glove. Why? Because 
experience has proved that assured 


DEALER FRETZ uses two 
herds of hogs for breeding. 
One farrows in June. Young 
sows are held over for sec- 
ond litter in March. Farm- 
ers check up on Fretz' hog 
breeding and feeding pro- 
grams. 


permanent profits are gained by 
the farmer only through the feeding 
of his grain and hay on the farm— 
hogs, cattle, sheep and poultry. But 
I am convinced the maximum po- 
tential profits are obtained when 
his grain and forage are processed 
by experienced mill men, and used 
under their instructions. 

“In addition to these important 
factors," Mr. Fretz explained, “we 
try to keep uppermost in our minds, 
and point out to farmers that live- 
stock feeding is not only the most 
profitable part of farming, but is the 
greatest contributing factor known 
today of preserving the fertility and 
productivity of our soil on nearly 
7 million farms. We show by dem- 
onstration how our service fits in 
with this combination profit-making 
program. Through this we can 
maintain a solid business which 
increases from year to year. 

“But merely telling these things to 


(Continued on Page Forty-two) 
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Sidelines 


HE gradual addition of a hardware 

stock has resulted in improved business 
for George J. Daminger, feed dealer in 
Barnsboro, N. J. The new hardware line 
supplements the regular feed stock of the 
concern and attracts a larger customer 
turnover to the store. 

Located in a small country town, the 
store's feed business is primarily with the 
neighboring farmers. The hardware items 
stocked, therefore, are selected with a view 
toward meeting farm demands. The farm- 


boost new jersey 
dealer’s profit 


ers appreciate the convenience offered by 
a nearby hardware supply, where they 
can pick up or order their hardware needs 
with their feed. Many new customers have 
started buying their feed where they can 
also buy their hardware needs. 

Mr. Daminger has built, and is still ex- 
panding his stock of hardware to meet the 


TODAY’S GREAT PROFIT OPPORTUNITY 


IS FOR QUAKER 


FEED DEALERS! 


Here’s the Feed Line that’s on the March! 
It will pay you to investigate a Quaker 
Feed Dealership for your territory! 


IN QUALITY 
In ASSORTMENT 


IN ADVERTISING! 


Write for details of the great promotion campaign this Fall in radio, maga- 
zines and countless dealer helps, selling Ful-O-Pep Poultry Feeds and | 
the Ful-O-Pep Save-On-Feed Plan to your customers. Get details of the 
profitable Quaker Feed Dealership for your territory. Write today to, 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 
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CUSTOMERS like the 
bright, attractive front of 
the Daminger Feed Store 
which also advertises his 


various sidelines. That's 
Daminger going down the 
steps at the right of the 
porch. 


demands of his patrons. First he put in 
a line of paints and carpenter tools. Then 
finding a demand for nails, screws and 
bolts, he added these items to his stock. 
Axes, handles, smoke pipes, roofing paper, 
wrenches and other hardware merchandise 
have been subsequently put on the shelves, 
following calls for these things by his cus- 
tomers. The dealer does not know where 
his hardware stock will end, as it is in- 
creasing each month. But he has found it 
is well worth the space it takes up and is 
proving a valuable supplement to his feed 
business. 

Mr. Daminger’s business is almost en- 
tirely bulk lots to farmers. His stock in- 
cludes all types of poultry and livestock 
feeds. In the spring he puts in an exten- 
sive stock of poultry supplies and invari- 
ably does a booming business. Recently 
he added a single line of dog feed. This 
met with instant success and he now reg- 
ularly buys 800 to 1000 lbs. of this feed 
every two weeks. 

The building the store is now in has a 
rather interesting history. Mr. Daminger 
has been doing business in this location 
for 18 years. Originally he carried on his 
business and stocked his feed in an old 
barn. This was inconvenient for loading 
trucks and otherwise efficiently carrying on 
the feed business. Finally he tore the 
barn down and built the present building 
right next to the old site, using most of 
the old timber. His present facilities pro- 
vide ample dry storage space for his feeds, 
high loading platforms and a small but 
attractive combination office and store 
across the front. Two large show windows 
permit the use of effective seasonal 
displays. 

All of the hardware stock is displayed 
in the front store. This has proved a profit- 
able merchandising stunt, because when 
customers come in to order feed or pay 
their bills, they are very apt to see some 
hardware items that they need. The only 
drawback, as far as Mr. Daminger is con- 
cerned, is that his expanding hardware 
business may become cramped in his small 
store. This may necessitate a little more 
remodeling. 

@ KENT KEILHOLTZ, Southworth Grain 
Co., Toledo, O., is spending several weeks 
vacationing in California. 
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Koppelkam, Veteran 


Grain Man, Dies 

Edward J. Koppelkam, president of the 
E. J. Koppelkam Grain Co., Milwaukee, 
died at his home Nov. 23. Mr. Koppelkam, 
who was 53, had been under the care of a 
physician for ten 
days as the result 
of injuries sustained 
in a fall. 

A native Milwau- 
keean, well known 
and liked, he had 
been in the grain 
business most of his 
life, starting as a 
messenger boy for a 
dealer at the age of 
14. He was a former 
president of the old 
Milwaukee Chamber 
of Commerce and a 
member of the Milwaukee Grain & Stock 
Exchange. 

Mr. Koppelkam was also interested in 
several civic projects. The Milwaukee 
Journal paid him tribute in a front page 
editorial a few days after his death by 
saying, “Mr. Koppelkam was one of seven 
or eight Milwaukeeans who have been 
providing grain for the birds in Milwau- 
kee’s bird refuge on the lake front for 
several years. He and the others asked no 
recognition. They donated consistently and 
regularly and rarely discussed their parti- 
cipation in the little civic undertaking that 
gradually is converting the lake front into 
one of the most unusual bird refuges in 
the country. 


E.J. KOPPELKAM 


LIVESTOCK SURVEY 

The extent of livestock changes in the 
state, effects of large feed supplies, low 
prices of hogs and high prices of cattle will 
be determined when 13,000 farmers return 
the livestock survey cards they have been 
sent by the Crop Reporting service of the 
Wisconsin and U. S. departments of agri- 
culture. 

Cards have been mailed to farmers con- 
taining 36 questions concerning the pro- 
duction of livestock and livestock products. 
A report will be compiled and issued to 
the nation giving the intentions of Wiscon- 
sin farmers on plans for increasing or de- 
creasing the number of livestock on their 
farms. 


COLORADO NUTRITIONAL SCHOOL 

The first annual nutrition school of the 
Colorado State College of Agriculture, 
held at Fort Collins, Col., Dec. 12-13, was 
devoted to the promotion of the economic 
production of livestock and poultry and 
their products. 

Featured was an “Information Please” 
type of discussion, with questions sub- 
mitted by the audience to a board of ex- 
perts. In this way, every one was free to 
join in the discussion and to question the 
board. 


@ KAHLBAUM Grain Elevator & Mill, 
Carleton, Mich., was destroyed last month 
by fire. Losses to the building were esti- 
mated between $150,000 and $175,000. 
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NEW YORK 

Hudson Valley Feed Corp., Peekskill, re- 
cently opened a new store. H. Wixon and 
S. Sheldon are in charge. 

Transatlantic Grain & Seed Corp., New 
York, was recently incorporated to handle 
grain, feed, flour and hominy. 

Fred Barker Wheeler, Rome, retired coal 
and feed dealer, died recently at the age 
of 83. 

K. M. Depuy, Port Jervis, recently in- 
stalled a new hammermill in his feed mill. 

Jamison Mills, Inc., Town of Elma, was 
incorporated recently by Burke & Camp- 
bell to handle grains, feeds and cereals. 

Louis Starr Barnum, Brewster, died at 
the age of 86 Nov. 19. Barnum, a retired 
feed dealer, was in Florida at the time of 
his death. 


Not Long Ago— 


GOEMANN DIES 
Henry L. Goemann, 77, Mansfield, O. 

died recently from a heart ailment. He 
was formerly a member of the Chicago 
Board of Trade and once owned the 
Goemann Grain Co., Mansfield. He was 
also active in the old Grain Dealers Na- 
tional association. 

@ ALBERT C. HOOT, 82, owner of the 
Webster City Mills, Webster City, Ia., died 
recently from a heart attack. He had op- 
erated the mill for the past 30 years. 

@ MADISON Feed Supply Co., Madison, 
Wis., recently announced the changing of 
its name to the Comstock Seed & Feed Co. 
R. M. Comstock is president and Ruth V. 
Comstock, treasurer. 


VITAND was a new-born vitamin A and D supplement for poultry feeds, with 
only a toddling stage production. Even, at that time, there was no dearth of 


vitamin products for poultry feeds... 


certainly there was no crying need for 


“merely one more.” Can any interpretation therefore be placed upon the young 
VITAND’S amazing growth into favor of the poultry feed field, other than that 


“it must HAVE SOMETHING.” 


Vitamin A and D Oil for 
Poultry and Animal Feeds 


Minimums of 3,000 U.S.P. units of vitamin A and 
400 A.O.A.C. chick units of vitamin D per gram 


processed under strict chemical-biological 


laboratory control. 


Write oc NAP THOLE, Inc., Boonton, N. J. or these distributors: 


NORTHRUP, KING & CO., Minneapolis 
JESSE C. STEWART CO., Pittsburgh 
CORN BELT SUPPLY CO., Sioux City, Ia. 
RYDE & COMPANY, Chicago, IIl. 
FOSTER-KENDALL CO., Carmel, Ind. 
MATHEWS & FRITZ CO., Los Angeles. 


KING BROTHERS & CO., Philadelphia 
SAM KRAUS, Fort Wayne, Ind. 

FARLEY FEED CO., Janesville, Wis. 
CHAS. SCHAEFER & SON, Brooklyn 
BRACKETT GRAIN CO., Ft. Worth, Texas 
ORIENTAL MILLS, Manitowoc, Wis. 


NICKEL PLATE ELEVATOR CO., Cleveland, Ohio 
Also Warehouse Stocks at: CHICAGO, ILL., INDIANAPOLIS, IND., LANSING, MICH. 
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. GELZLEICHTER & Son operate a feed 

and seed store, handling coal, coke, 

paint, and other supplies at 425 Warren 
St., Huntington, Ind. They have been for 
some years also shippers of hay, grain, 
soybeans, wool, and other farm grown 
commodities. Naturally, they are widely 
known in that part of the state.” Their most 
widely achieved reputation, however, is 
in connection with their sideline, owning 
and making a profit on a herd of dairy 
cattle. 

They are really dual-purpose cattle, be- 
ing of the milking Shorthorn breed, and 
some of the cows weighing 1800 to 1900 
pounds. There are 31 animals in the herd, 
all registered. Some 24 are polled and the 
others have horns. At the present time, 


feed man’s 


Prize Herd 


totals 31 


sixteen cows are being milked, said E. P. 
Gelzleichter some days ago: “We sell our 
milk to the Hoosier Condensed Milk Co., 
Bluffton, Ind., and have our barns to meet 
the sanitary requirements of this company. 
Our cattle are all free of tuberculosis and 
Bangs disease and we have our state cer- 
tificate to prove it. Among the cows per- 
sistently in the breed association's ‘40-Lb. 


PREPAREDNESS 


IS JUST 
AS MUCH 
NEEDED IN 
THE CUSTOM 
GRINDING AND 
FEED MIXING 
INDUSTRY 


Are you ready for a grind- 
ing season of low power 
cost — satisfied customers 


— profitable operation? Or are you trying to struggle along with 
worn out equipment? Don't do it— when you can buy new Blue 
Streaks at present prices — and be prepared for big business in 
the grinding season. Move No. 1 is to send the coupon, today. 


PRATER 


PRATER PULVERIZER COMPANY 


1849 South 55th Avenue, 


FB 


Please send me [K 
information on the KA 
equipment checked: 


Chicago, Illinois 


Blue Streak Crusher- 
36 


HERE is one of Dealer 
Gelzleichter's prize cattle. 
Many of them have a na- 
tional reputation. 24 of the 
cattle are polled. 


Club’ are Deborah May 3rd, Lilly's Roan 
3rd, Deforan Edna, and Deborah Ann 3rd 
—so they have a national reputation.” 

The Gelzleichters say the dairy business 
is a fine sideline for a feed dealer. It 
offers an opportunity to prove the efficiency 
of one’s feeds and to make money doing 
it. All the young animals on their two 
farms are disposed of at good -prices for 
breeding purposes before they are a year 
old—much younger than that as a rule be- 
cause the demand for really good stock is 
strong. 

These feed dealers take a real pride in 
their cattle and especially of a young bull 
they purchased from a breeder at Carmel, 
Ind. They call him Meadowbrook Clay Boy 
and his dam was a noted milk and butter- 
fat producer. 

BADGER EGG AUCTIONS 

The feasibility of a cooperatively owned 
egg auction for Wisconsin farmers was 
raised at the recent annual meeting of the 
Wisconsin Poultry Improvement association. 

Several complications to such a plan 
being put in operation in Wisconsin were 
taken under consideration by the com- 
mittee in charge of the study. All other 
states employing the cooperative egg auc- 
tion are egg importing states, it was point- 
ed out, while Wisconsin is an egg export- 
ing state, and other such auctions are 
patronized largely by owners of commer- 
cial flocks of 300 birds or more. Wisconsin 
is a state of farm flocks rather than com- 
mercial flocks. 

ILLINOIS 

Otis Roberts, Homer, has purchased a 
new building and will devote all his time 
to his mill and feed business, having sold 
his general store. 

Barnstable-Ware Feed & Supply Co., 
Hillsboro, recently completed erection of 
a large corn shelter. 

Roy Calvert, Toledo, recently opened a 
feed mill and stock service station. 

Hildebrand Seed & Feed Store, Nash- 
ville, recently installed a complete new 
seed cleaning mill. 

John Heins, Pontiac, is the new manager 
of the Cullom elevator. Heins was formerly 
connected with the Rooks Creek Farmers 
elevator. 

@ DENVER ALFALFA Milling Co., Cozad, 
Neb., lost its dehydrating plant recently in 
a $50,000 fire. The plant was totally de- 
stroyed. 
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blanchard of maine uses 


to boost his profits 


E STARTED in December, 
1928, from nothing”, is the 
story of W. L. Blanchard, 


progressive feed dealer of Waldo- 
boro, Maine, “and now they look 
for us!” 

In the merchandising methods 
employed by Mr. Blanchard to build 
his volume up to an average turn- 
over of four twenty-ton freight cars 
per week can be seen a series of 
business rules worth the scrutiny of 
any profit-minded dealer. 

The first requisite for a feed store 
starting from “scratch” is customers. 
Without them all time and money 
spent in stocking, neat display, and 
desirable location is to little avail. 

In the beginning Mr. Blanchard 
inaugurated a policy of contacting 
prospective customers which has 
been the backbone of his steady 
progress. All other sales aids, profit- 
able as they have been, were built 
around it. From acquainting people 
with his new business, the next step 
was to get planned routes started. 
Mr. Blanchard made it a point to 
call on each customer as nearly the 
same time as possible each week. 
That was the beginning of the 
steady climb that has enabled him 
to say, “Now they look for us.” 

There is now a route for every 
day in the week except Monday, 
which is given over to trucking in- 
coming merchandise from the rail- 
road siding, and for catching up 
miscellaneous “loose ends.’’ Route 
delivery is made at the same time 
each week, and provision is also 
made for repeat deliveries the same 
week. So regular and organized 
has Mr. Blanchard's delivery service 
been developed that many custom- 
ers now phone in orders in anticipa- 
tion of their day on the delivery 
schedule. The routes are flung over 
a radius of about twenty miles, and 
two trucks, a five-ton capacity, and 
a two-ton one are used. 

One very definite sales aid is the 
acceptance of farm products in 
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trade. A majority of Mr. Blanchard's 
trade consists of poultrymen, and 
from 400 to 500 cases of eggs are 
taken in exchange each week. Eggs 
are perhaps one of the best kinds 
of merchandise for this kind of trad- 
ing, because they can be immedi- 
ately sold to wholesalers — mainly 
in the Boston area. 


It has also been found that some 
seasonable credit in anticipation of 
eggs, also from sale of broilers is a 
good risk. This close working with 
the poultrymen is of indeterminable 
help in the sale of feed of all kinds, 


PROPER merchandising of 
feeds and supplies, plus a 
good service policy has 
helped W. L. Blanchard, 
above, build a profitable 
feed business. There is a 
daily sales program at this 
store and it clicks. 


as well as in the promotion of cor- 
dial relations. The farmers reason 
that Mr. Blanchard would not sell 
starting, growing, and laying mash 
in anticipation of egg production 
and broiler sales unless he has faith 
that it will deliver the goods. This 
beginning is a springboard to sale 
of other feeds as well as year after 
year repeat business. 

No small factor has been the mix- 
er which Mr. Blanchard has had 
during much of his twelve years in 
business. For his poultry raising 
patronage, he has found custom 
mixing the most practical and 
popular. 

All advertising, for best results, 
has been developed to follow up on 


and tie in with the continuous direct 
contact work by the proprietor. One 
thing which reaches the people 
worth reaching is the distribution 
of a useful memo pad and calendar 
combination; habitual use of the 
pad draws constant attention to 
Mr. Blanchard’s concise, attractive 
ad on the calendar. About 200 are 
given out each year. Supplement- 
ing this pad-calendar are three to 
four gross of brightly colored pen- 
cils, containing the name, address, 
and phone number of the proprietor. 

Still another sales aid ad, espe- 
cially suitable to Mr. Blanchard’s 
poultry growing clientele, is the dis- 
tribution of a brooder thermometer 
made in the shape of a baby chick. 
Customers appreciate it, because it 
is practical as well as ornamental. 
About 200 are carefully distributed 
every spring. 

One of Mr. Blanchard’s advertis- 
ing methods is likely to become 
part of his merchandise for sale in 
the future. It is a folding cardboard 
chick feeder which, when set up, 
shows the name, address, phone, 
and other miscellaneous informa- 
tion. 

Through cooperation with one of 
the manufacturers from whom he 
buys Mr. Blanchard secured some 
valuable advertising recently at 
small expense and no inconveni- 
ence. At a poultry show in Portland, 
Maine, an attractive exhibit of the 
feeds was arranged, carrying a 
large, prominent poster with Mr. 
Blanchard’s name and address as 
an authorized dealer. Furthermore, 
this exhibition had a more than one- 
sided value. 

Besides the immediate publicity, 
it showed the buying public that 
W. T. Blanchard was featuring pro- 
ducts whose. manufacturers would 
back them up. A picture taken of 
the exhibit now decorates the office 
in Mr. Blanchard’s store, a place 
where farmers like to come to dis- 
cuss their feed problems. 
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Singleness of purpose in the merchan- 
dising of labeled concentrates and balanc- 
ers is the key to success in this line of the 
feed business, according to our experience 
as feed dealers. 

When starting as feed dealers several 
years ago by taking over a well-establish- 
ed firm, we found on display four different 
kinds of concentrates and balancers made 


by four well-known firms, each accompan- 
ied by its own set of formulas and prices. 

We soon realized that this procedure 
was confusing to the customers. It also 
was a great waste of time and energy in 
having to suggest the many formulas and 
quote prices which must accompany them. 
So it was decided to eliminate three of 
these lines of feed, but just which one to 


CO-PRO-CO CHIPS 


e@ THE ALL-CORN, COOKED CEREAL INGREDIENT FOR 


DOG AND FOX FOODS 


Co-Pro-Co Chips is a palatable, nutritious 
and reasonably priced product containing 
26%, of protein, a good amount of dextrose, 
the food-energy sugar, and Vitamin A. It 
supplies the need of dog food manufac- 
turers for a high protein, cooked cereal in- 
gredient which is available at all times 
and free from wide seasonal variations in 
price. Co-Pro-Co Chips is made in several 
sizes from coarse to fine, is put up in 
100 lb. burlap bags and can be shipped in 
straight cars or in cars with Buffalo Corn 
Gluten Feed and Diamond Corn Gluten 
Meal. Ask our salesman or write us for 
samples, prices and full information. 


CORN PRODUCTS SALES CO., 17 Battery Pl., New York City 


26% Protein Guaranteed 


FOR SATISFACTORY RESULTS 


IN EVERY BRANCH OF 
THE GRAIN BUSINESS 
TRADE WITH 


INCORPORATED 


S THE pioneer manufactur- 


Letters 


retain was the perplexing question for us 
to consider. 

First we studied quality from every 
standpoint, making many comparisons. 
After all this we found there were not 
many outstanding differences, except one 
of the concentrates contained yeast. We 
then made a study of yeast from every 
source possible as it is used in connection 
with poultry and stock feeding. It was 
found io be recommended by many au- 
thorities and to be beneficial for varied 
reasons in balanced feeding. This was 
the feed then decided upon as to quality. 

Next we considered price as there was 
quite a range in quotations for the con- 
centrates in stock so we set about to find 
the reasons why. 

Now the formulas of a concentrate or 
balancer may be shifted according to sup- 
ply of home grown grains and price quo- 
tations. We also put forth the effort to 
make clear to the customer just what in- 
gredients the formulas contain, their pur- 
poses, and the suggested system of feeding. 

To build the well developed steer, to 
produce high standard dairy products, and 
to turn out quality eggs and healthy poul- 
try calls for a perfectly balanced feed and 
this constitutes the required amount of 
minerals, proteins and fats. 

Profitable feeding is not often, if ever, 
investing in cheaper feeds and proper 


Get amodern solution 


for your BAG CLOSING | 


PROBLEMS 


MINNEAPOLIS AND ALL 
PRINCIPAL TERMINAL MARKETS 


Special Attention Given To Barley 
And All Feed Grains Shipped To 


MILWAUKEE 


Read the Cargill Crop Bulletin 


er of bag closing machines, 
Union Special Machine Com- 
pany over a long period of 
years has assembled a store of 
information and a line of 
standard and special machines 
that make solution of most 
BAG CLOSING PROBLEMS 
merely a question of knowing 
YOUR REQUIREMENTS. Ask 
for 2 copy of the interesting 
new bulletin pictured above. 


UNION SPECIAL MACHINE co. 


CHICAGO, ILLINOIS 


UNION SPECIAL 
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feeding is an all important item since it 
makes for greater efficiency as to produc- 
tion and larger profits. 

Utilization of home grown grains is the 
aim of most feeders, and most of them 
now realize this cannot be done by grain 
alone. Feed cannot serve to the best ad- 
vantage unless ingredients are of good 
quality and painstaking care is used in 
the grinding and mixing. 

We are on the lookout for new devices 
that will save cost and prevent waste. The 
newest improved types of feeders and 
water containers for stock and poultry 
make a profitable sideline and also serve 
as a stimulus to the feed output. 

We are also on the alert for new ideas 
regarding feeds and their purposes such 
as pre-mix in using high test cod liver oil, 
using more oats than formerly, which is 
now considered necessary to furnish suffi- 
cient roughage, dehydrated alfalfa meal 
to insure more necessary vitamins and 
many other recently discovered by-pro- 
ducts, each with a well tested and suffi- 
ciently proven purpose. 

Our business has grown since we install- 
ed the single purpose regarding concen- 
trates and balancers. Considering just one 
item under this system, if trouble develops 
we can more readily trace the source; also 
we have eliminated all confusion as to 
price and ingredients. We have become 
more familiar with the formulas and have 
a better chance to check up on all lines 
of feed. 

We feel we made a wise decision and 
also a wise selection when we decided to 
handle only one certain branded concen- 
trate and balancer which we feel is prac- 
tically perfect as to proteins, minerals and 
fats. 

E. B. Cook 
E. N. Cook Grain Co. 
Union Mills, Ind. 


Growth 


We were very much interested in your 
editorial in the October issue of The Feed 
Bag. 

We rented an old garage building and 
started from scratch in the feed business 
in the spring of 1938. Contrary to the 
name, Wholesaler, under which we chose 
to operate, our business is over ninety- 
eight per cent retail. The old timers, and 
the experienced feed men that we talked 
to, told us that it was impossible to operate 
a one hundred per cent cash retail feed 
business. We were convinced in our own 
minds that it could be done The enclosed 
booklet will give you an idea as to how 
we stated our policy in our advertising. 

Results have proved that it can be done. 
Our 1940 volume exceeded $100,000 on 
October 1, and it was all cash. We do not 
have a dime on our books as accounts 
receivable. 

This reminds the writer of a story. Dur- 
ing prohibition days an old man, who was 
very deaf, was put in jail for selling moon- 
shine. While waiting for his trial, some of 
his friends came to console him. “Well, 
Bill,” they assured him, “they can’t put an 
old man like you in jail for selling a little 
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whiskey.” The old man couldn't quite 
understand. After considerable repetition, 
each time in a louder tone, old Bill finally 
did comprehend. He leaned back with a 
puzzled look on his face, thought a minute, 
and then exclaimed, “Maybe they can't, 
but they sure as hell did!" 

One more thought and we won't bother 
you any more. We spend three-fourths of 
one per cent of our gross in advertising. 
Very few feed dealers do because they 
don't believe that it could possibly pay. 
We attribute a great deal of our volume 
to the fact that we advertise in our county 
paper once a week. 

Yours truly, 

Wholesaler Warehouse, 
Clyde Bigham. 
Manchester, Iowa 


@ HOMER B. WATSON, in the feed busi- 

ness for 20 years, was recently appointed 

broker of Silmo Vitamin Products for the 

Kansas City area. Watson was formerly 

with the Seavey & Flarsheim Brokerage Co. 


@ R. V. SCHNEIDER, Muncy, Pa., was 
named manager of the new Robinson 
Manufacturing Co. offices located in Phila- 
delphia. Schneider has been connected 
with the home office at Muncy. 

@ ROYALTON Farmers Elevator, Royalton, 
Minn., is installing a new feed grinding 
plant. 

@ O. L. JACOBS, Charles City, Ia, sold 
his feed business to Henry Emmel last 
month. 


OIL MEAL 


DEPENDABLE 


Kellogg’s Old Process Lin- 
seed Meal has been used by 
the trade for a great many 
years—an indication of 


high quality. 


SPENCER KELLOGG AND SONS, INC. 


Sales Offices: Buffalo, Chicago, Decatur, Ill., Des Moines, 
Minneapolis, Los Angeles 
Mills: Buffalo, Chicago, Decatur, IIl., Des Moines, 
Minneapolis, Edgewater, N. J., Los Angeles. 


Old Process —41% Protein 


While the standard protein 
guarantee for Old Process Soy- 
bean Oil Meal is 41°%, ship- 
ments of Kellogg’s Soybean 
Oil Meal from the 1939-1940 
crop ran consistently between 
43% and 45°% protein. 


UNIFORMITY 


Old Process 
SEED MEAL 
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— western dealers 


(Continued from Page Twenty) 


named vice chairman of the feed 
division and Columbus Hayes, Mt. 
Pleasant, vice chairman of the 
grain division. 

All directors whose terms expired 
were reelected for another three 
years as follows: Lloyd Darling, 
Cleghorn; Cecil McDonald, Sioux 
City; John Hinck, Corning; Walter 
Berger and Columbus Hayes. 

Hold over directors are: Jim Ol- 
son, Hugh Hale, Leland Miller, 
Gayle Snedecor, Ray Walters, Har- 
lan; Harry Dean, Ed. Huibregtse, 
Monticello; Sam Stewart, Clarion; 
Gerhard Larson, Manson; and Ellis 
Mueller, Calamus. 

@ JOHN H. CAVEY, 71, a veteran employe 
of The Milwaukee Road who was known to 
many Milwaukee grain and feed men, was 
killed November 27 when struck by a 
train near Racine, Wis. He was the father 
of John M. Cavey, an attorney in the Grain 
& Stock Exchange, Milwaukee. 


@ HAUGHTON Elevator Co., Toledo, O., 
recently began construction on a $200,000 
addition to its present plant, which will 
give an additional 28,500 square feet of 
floor space. 


§ Merry Christmas 


and a 


8 life’s greatest blessings. 


¢ NORTHERN MILLING CO. ; 
Since 1883 


WAUSAU 


It is our sincere wish that your Christmas be 
bright and merry and your New Year filled with 


WISCONSIN 


@ JAMES CAMMETT, Amesbury, Mass., 
an employe of the Farmers’ Feed & Supply 
Co., has been transferred to Newfields, 
N. H., where he will manage a branch 


Calendar 


of coming events 


Northwest Retail Feed Associa- 
tion, Hotel St. Cloud, St. Cloud, 
Minn.,... 


Indiana Grain Dealers Associa- 
tion, Columbia Club, Indian- 
apolis, Ind... Jan. 27-28 

Minnesota Farmers’ Elevator Asso- 
ciation, Hotel Raddison, Minnea- 
polis, Minn........Feb. 18-19-20 

Pacific Northwest Feed Associa- 
tion, Inc., New Washington Ho- 
tel, Seattle, Wash.... .Feb. 19-20 


Central Retail Feed Association, 
Schroeder hotel, Milwaukee, 
Wis. ..June 9-10 


Society of Grain Elevator Super- 
intendents, Minneapolis, Minn. 
..June 9-10-11 

Feed As- 
sociation, Homestead Hotel, Hot 
Springs, Va. ..June 12-13-14 


WISCONSIN 

Daniel Walski, Centerville, recently pur- 
chased the East Arcadia Feed Mill, 
Arcadia. 

John O. Lindbaum, Whitewater, retired 
miller, died Oct. 18 at the age of 90. Lind- 
baum has been working in mills for over 
70 years. 

Theodore Swain grist mill, Mondovi, was 
destroyed by fire recently with a total loss 
of $10,000. 

Anderson Flour & Feed Mill, Dallas, was 
sold recently to Clifford Bass, Chippewa 
Falls. The mill has been owned by a 
member of the Anderson family for over 
60 years. 

Roy J. Hansen, Bristol, owner and oper- 
ator of the Bristol Feed Store, died Oct. 27 
at the age of 48. 


FREE BOOKLET 
The Mill Mutual Fire Prevention Bureau, 

400 W. Madison St., Chicago, Ill. has issued 
a very interesting bulletin, entitled “The 
Control of Dust in Grain Handling and 
Processing Plants”. The bulletin is free 
upon request. 

@ KROFT Elevator Co., Tefft, Ind. was 
purchased recently by the Jasper County 
Farm Bureau Co-op association. 

@ IRVIN T. FANGBONER CO. Elevator, 
Clyde, O., was totally destroyed last month 
by fire. Damages sustained amounted to 
$15,000. 

@ ATLAS Milling Co., Clinton, Mich., has 
now installed a new hammer mill. 


Merry 


and 


Her 


WING 


37% LINSEED MEAL 


PLATE GLASS COMPANY 


Linseed Oil Division 


OLD PROCESS 


Pittsburgh, Pa. 
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A birthday and a Christmas all in the 
same month should bring happiness in 
double measure to many members of the 
feed industry who are busy accepting 
congratulations in December, the month 
of the most joyous holiday season of the 
year. 

Arriving via stork and in competition 
with Santa and his gilded gifts were 
Walter Leary. Leary 
Grain Co., Minnea- 
polis, and Harvey 
Yantis, editor Feed- 
stuffs, Minneapolis, 
both of whom made 
lusty debuts on 
Christmas Eve, De- 
cember 24. Nestling 
in stockings at the 
fireplace or under 
the Christmas tree 
on December 25 
were Herman Nagel, 
Marblehead Lime 


WALTER VYE 
Co., Chicago; D. K. Lange, East St. Louis, 


Ill, and Fred E. Bradberg, Northern Mill- 
ing Co., Wausau, Wis. 

T. C. Burchard, Murphy Products Co., 
Burlington, Wis. put off his arrival until 
December 26 when some of the Yule 
festivities had quieted down. A few feed 
industry personages who arrived between 
the big Christmas and New Year holidays 
were Walter Vye, Archer-Daniels-Midland 
Co., Milwaukee, December 27; W. J. 
Koenig, Marshfield Milling Co., Marshfield, 
Wis.. December 28, and W. K. Woods, 
vice president, Purina Mills, St. Louis, 
December 30. 


Other men in the feed field who will 
receive birthday and Christmas greetings 
and gifts from friends and relatives are 
L. B. Feldman, R. R. Howell Co., Minnea- 
polis, and F. J. Holtby, T. E. Ibberson Co., 
Minneapolis, both born on December 1; 
James A. Peachey, Peachey Bros., Burnett, 
Wis., December 3; W. A. Boardman. Norris 
Grain Co., Toledo, December 7; 


M. J. Sue, Pratt Food Co., Philadelphia, 
Pa. on December 8; E. H. Kieser. Kasco 
Mills, Inc., Toledo, December 9; J. Kirby 
Brown, Purina Mills, St. Louis, and W. T. 
Fraser, Cereal Grading Co., December 10. 
Charles Van Horssen, Washburn Crosby 
Co., Chicago, December 11; C. A. Maz- 
zuchelli, Carus Chemical Co., Inc., La 
Salle, Ill. December 12; F. Darcy, Myles 
Salt Co., Ltd. December 13; Harry R. 
Devore, H. W. Devore & Co.. Toledo, and 
James Wilson III, Atlas Cordage Co., 
Chicago, both on December 14; Robert 
Quait, Limestone Products Corp. of Amer- 
ica, Newton, N. J., and R. W. Blinkinsop, 
Clinton Co., Clinton, Ia., December 15; 
Alexis C Barbeau, Jr., S. Howes Co., Inc., 
Silver Creek, N. Y., and R. H. Smelter, 
Waukesha Products Co., Waukesha, Wis., 
December 18; Wm. F. Artus, Coop Farmers 
Produce Co., Marathon, Wis., December 
19; John Ruhm, Jr., Ruhm Phosphate & 
Chemical Co., Mt. Pleasant, Tenn., De- 
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cember 20; Franklin Fader, National Oil 


Products Co., Harrison, N. J., December 
22; A. L. Flanagan, Fraser Smith Co., Mil- 
waukee, and L. D. Matchette, the Nitragin 
Co., Inc., Milwaukee, both on December 23. 
@ DEERFIELD Milling Co., Deerfield, Mich. 
has installed a new hammer mill. 
@ HOWARD C. HINISH, Everett, Pa., has 
purchased the Baker Feed Store. 
@ RILEY W. LEWIS, Lakeville, Minn., has 
purchased the old Claro Milling Co. prop- 
erty and will operate an elevator and a 
mill. 
@ OSCAR BOOSE, Elk Horn, Ia., has open- 
ed the Farmers Service & Feed Co. 


Eggs 


An ANNOUNCEMENT 
TO THE FEED TRADE 


In line with their policy of keeping 
step with the latest advancements in 
feeding — Northrup-King announces 
the addition of vitamin-rich preserved 
cereal grasses to future shipments of 
the following items: Sterling Laying 
and Breeding Mash, Sterling Egg 
Mash, Sterling Broiler Ration. 


Count Most! 


@ BLUE EARTH Rendering Co., Blue Earth, 
Minn., has installed a feed mixer in its 
plant. 

@ B. G. JOHNSON, Parkersburg Feed mill., 
Parkersburg, Ia., recently entertained 100 
farmer customers at a chicken dinner. 

@ CLIFFORD BASS. Dallas, Wis. has pur- 
chased the old Anderson mill and will con- 
duct a feed and flour business. 

oe 


@ FARMERS Feed & Service Co., Eik Horn, 


Ia., was opened recently by Oscar Boose. 
@ EDWARD LESCH,, Fort Madison, Ia., 
associated with Kroll & Lesch, feed millers, 
broke his collar bone and several ribs in 
a fall recently. 


THEM GET MORE EGGS 


HERE'S A JOB FOR 
STERLING MASHES 


Getting eggs in winter is no easy job. 
Boost production with Sterling Mashes! 
Made of the finest selected ingredients, 
blended and balanced to Northrup- 
King’s own formula, they’re packed 
with extra quality, extra egg-making 
power. Now is the time when your 
customers will really appreciate getting 
extra dozens of big, grade-A eggs! Helo 
them cash in — and you'll cash in 
yourself! 


NORTHRUP, KING 2. CO. 


Minneapolis, 


DEPENDABLE 
SINCE 1884 


Minnesota 
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— hogs 
(Continued from Page Thirty-three) 


our farmer customers is not enough,” em- 
phasized Mr. Fretz. “By this I do not mean 
we could not sell mixed feed and do a nice 
volume of custom grinding without a dem- 
onstration farm. The problem we wanted 
to solve was how to sell more and more 
volume not alone for the pleasure of earn- 
ing more money, but also for the satisfac- 
tion which comes to us through helping 
others make more money too. 

“For these basic reasons, and because 
I like farming myself, I have owned and 
operated a small stock farm 3 miles from 


This Ad is for You, Too, 
Mr. DEALER & Mr. FEED MIXER 


THIS AD WILL APPEAR IN MANY DAIRY MAGAZINES 


town ever since we have operated our 
hatchery and feed mill here in Waterloo. 
For obvious reasons, we have specialized 
in hogs for several years. For breeders 
I bought the best registered Hampshire 
stock obtainable. We now keep a yearly 
average of 40 brood sows which produces 
an average of 8 pigs per litter. 

“We have discovered that best results 
are obtained by using 2 herds for breed- 
ing. One herd farrows in June—the first 
litter. We then hold these young sows over 
for second litter in March and April, and 
breed another lot for June. We grind our 
own feed, mix our own concentrate, and 
find that a relatively high animal protein 
produces better results than a mixture 


IF YOU BREEDERS 


Wilt READ THIS: 
LETTER 


OKA AGRICULTURAL INSTITUTE 
ABBAYE CISTERCIENNE 


VIOBIN CORPORATION, 
Chicago, Ill 
Gentlemen: 


LaTrappe, Oka, Que. 


October 30, 1940 ° 


The following information refers to an experiment with cows and heifers which would not breed. 
We decided to collect a number of non-breeding cows and heifers from various farms in_ this 


province. The nine animals were all pure bred Ayrshires. 


They were brought to us from differ- 


ent farms with an established history of being non-breeders. To make sure that this condition 
was true, we mated these nine animals when they came in heat, for three consecutive periods. 
In no case did a single cow ‘catch.’ After the third heat period we treated all the animals with 
REX WHEAT GERM OIL orally in accordance with directions received from the VioBin 


Corporation. This treatment was continued until the next heat period, when 


the cows were again mated. 


After the treatment with REX WHEAT GERM OIL, we succeeded in get- 
ting 7 cows out of the 9 in calf. The remaining two were slaughtered and 
their ovaries examined, whereby we found that in both cases the ovaries 
were badly diseased and that reproduction would probably have been impos- 
On the basis of this carefully conducted ex- 
periment you can understand why we recommend 
OIL to all livestock breeders who are experiencing troubles of a similar 


BROTHER M. RODOLPHE 


ORDER REX WHEAT GERM OIL from your local Rex Dealer or send 
Pints, $3.50; Quarts, $6.00. 


sible under any circumstances. 


kind with their animals. 


your order to us. 


REX WHEAT GERM 


TOO WILL USE 
REX BONDED WHEAT GERM OIL 


to STOP Breeding failures 


If it’s PROOF of REX Superiority You 
Want, Let Those Who Know FEX. By 
Actual Tests, Tell You Their Experience. 


SUBSTITUTES “‘WON’T DO THE JOB”’ 


VIOBIN CORPORATION 


Room 819, 155 N. Clark St., Chicago, Ill. 


relatively high in vegetable protein. We 
use 70 lbs. of corn, 20 lbs. of wheat and 
10 Ibs. of supplement mixture. 

“Another thing of vital interest to farm- 
ers, we have found that rape makes the 
best forage crop for hogs. Acre for acre it 
affords more profit than corn. We usually 
set aside 8 acres for this purpose. We also 
advise our farmer friends not to allow 
young pigs to lose their milk fat by provid- 
ing plenty of shade, a dry nest, plenty of 
fresh water and pasture in season, and 
feed alfalfa hay when on dry lot. These 
are the essentials. 

“Still another interesting and important 
factor, and one which saves the farmer 
money therefore increasing his profit is 
that dry feeding produces equal if not bet- 
ter results than slop-feeding. We have not 
mixed our feeds wet in 5 years. By having 
self-feeders, the labor factor is reduced in- 
calculably. One farmer having 125 feeders 
spent 2 hours twice a day mixing and 
hauling slop-feed for his porkers. Experi- 
ence proves to our complete satisfaction 
that this method is a total waste of energy 
and expense. Costs count nowadays. Elim- 
inating unnecessary labor costs is just as 
important on the farm, as in any other 
type of industrial activity large or small— 
just one more effective selling point when 
talking to farmers about custom grinding 
and selling feeds. 

“We get a nice profit every year raising 
and selling our hogs. We sell for breeding, 
and to the market. Breeders afford us 1 
cent per pound above the market price, 
and yet we can render the farmer a de- 
sired service by furnishing him with pure- 
bred stock. It encourages hog-raising, 
therefore, broadens our markets for stock 
feed, custom grinding and sale of reme- 
dies. We handle the nationally advertised 
brands of stock remedies, including the 
well known Dr. Salsbury line. When ill- 
ness or disease attacks hogs, poultry, cattle 
or horses, we have to be prepared to serve 
our customers. Remedies helps to serve 
customers and hold them for other mer- 
chandise, and rounds out the service. Be- 
sides, these items carry a worth while 
profit. 

“Have you often noticed how interested 
a farmer gets when you talk with him on 
his own ground—how he can save hired 
labor, make more money on chickens, hogs, 
cattle or sheep? If you can show him 
profits from your own demonstrating herds, 
he gets real interested, decides to raise 
more stock and is willing to follow your 
schedule in feeding, care and methods. 
He thinks maybe he can even make more 
money than you can. 

“I get a lot of fun out of this business 
too. Once I belonged to the local country 
club, and spent considerable time at it for 
recreation. Now my hobby is raising, feed- 
ing and selling hogs and—fishing when 
time allows. A farmer friend, Mr. Van 
Breckbill, with whom I take frequent fish- 
ing trips is also engaged extensively in 
raising Hampshire hogs. We get a big 
kick out of vying with each other which 
one can raise and sell the most hogs at a 
good profit. 


@ W. D. MARTIN, Avilla Feed Mill, Avilla, 
Ind., opened his new store last month. 
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Bob Morris has joined his father, Gene 
Morris, in the distribution of Gorton Pew’s 
cod liver oil for the New England By-Pro- 
ducts Corp., Boston, Mass. 

Mr. Morris has been connected with Gen- 
eral Mills, Inc. for the past seven years and 
for the past three years has been in the ac- 
counting department. Due to the fact that 
Mr. Morris, sr. has been appointed western 
sales manager for the New England By- 
Products, it was necessary for him to make 
arrangements for additional assistance in 
covering the territory. 

Mr. Morris now has both his sons asso- 
ciated with him in cod liver oil sales work. 
Dick, his other son, recently joined the 
organization. 


MICHIGAN 


Newport Feed & Grain Elevator, New- 
port, recently re-opened after overhauling 
the former Newport mill. Walter Wisniew- 
ski is the proprietor. 

Blair's Feed store, Plymouth, has moved 
to a new location and increased its stock. 
Blair's was formarly known as the Michi- 
gan State Feeds Co. 

Dalton R. Ozanne, Racine, Wis., recently 
joined the staff of the Ferry-Morse Seed 
Co., Rochester. 

Ernald H. Bueschlen, Unionville, died 
recently at Detroit. Bueschlen, who was 
47, was manager-treasurer of the Union- 
ville Milling Co. 

Paul Krieble, Hudson, recently added a 
new feed mixer to his plant. 

Hotrum Coal & Feed Co., Tecumseh, re- 
cently entertained 75 sheep feeders at a 
banquet featuring a movie on feeding and 
a talk by Lyman Peck, Fort Wayne, Ind. 

Floyd Daugherty, Cheybogan, recently 
began work on a two-story addition to his 
present grist mill. 

Atlas Milling Co., Clinton, recently. in- 
stalled a new hammermill. 
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Boosts Winter 
Ego Production! 


Your customers will 
come back to you for 


ARMOUR’S 50% MEAT 
AND BONE SCRAPS 


@ Armour’s Meat and Bone Scraps 
is an excellent addition to laying 
mashes. Its high protein (50%) and 
calcium content stimulate egg pro- 
duction, which is especially impor- 
tant now, when egg prices are up. 
Recommend it to all poultry raisers 


in your area. They’ll come back 
for more! 

It’s an ideal feed, too, for fatten- 
ing poultry —giving birds the 
healthy structure, deep breasts and 
extra fat that grades Class A—in 
quality and price. 


ARMOUR AND COMPANY 


Also makers of 
Armour’s 60% Digester Tankage and 
Armour’s Special Steamed Bone Meal 
(65% bone phosphate of lime). 


“ccc” 


for making trace elements inclusions 


1—Eliminates a difficult premixing job. 


2—Uniform inclusions assured. Special process unites 
iodine and manganese with every calcium par- 
ticle. An exclusive feature. 


3—Iodine and manganese stay mixed uniformly. Made 
to cling tightly to other ingredients. No separation 
or settling possible. Another exclusive feature. 


4—Iodine content never varies. Iodine protected against 
loss over long periods by “CCC” patented process. 
Proved over six years of use by leading mixers. 
5—The lowest cost way. 
The new handy, complete Mixing Chart showing how to include the small 
recommended amounts of iodine and manganese easily and most economically 


in your feeds, supplements, and mineral mixtures is yours for the asking. 
Write for your copy NOW. 


The CALCIUM CARBONATE COMPANY 


“Pioneer producers of trace elements products” 


42 East Ohio St. Box 409 836 Brandeis Theatre Bldg. 
CHICAGO,ILL. CARTHAGE, MO. OMAHA, NEB. 
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Merry Curistmas| 


Happy 


New 


YEAR 


We fish vou a joyous Christmas 
and a Nef Uear overflotuing 
Happiness and Prosperity 


Werthan Bag Corporation 
NASHVILLE, TENNESSEE 


Better Built Bags 


THE BEST 
THAT MONEY CAN BUY 


DRIED 
SHIM MILK 


YET PRICED 
TO DEFY COMPETI on/ 


Buy Dried Skim Milk from a firm that spe- 
cializes in milk for animal feed. 


“SUPREME” DRIED SKIM MILK is perfect 
quality, freshly made — and is shipped di- 
rectly from the creamery to you in paper 
lined burlap sacks. 


No matter where you're located, be sure 
to get our price. Because of our large vol- 
ume, we're able to sell you the very best 
quality that money can buy —at prices that 
defy competition. 


Write, Phone or Wire for 


Unusually Attractive Prices. 


Philadelphia, Pa. 
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IN YOUR FEED STORE 


Town Cooperation 


Every feed dealer can cooperate with his fellow merchants at 
Christmas time to decorate his town so that farmers from a 
greater area will come in to buy gifts. The farmer who buys a 
Christmas gift will often buy feed, too, on the same trip. There- 
fore, when a feed dealer cooperates with other merchants to 
increase store traffic during the holidays he is indirectly helping 
his own business. One middle western merchants’ group adver- 
tised that Santa Claus would descend from his airplane via 
parachute on a certain day before Christmas. Farm and town 
kids came from far and wide to witness the thrilling event. 
Santa made his landing safely, too. He didn’t get caught on a 
telephone pole. 


Santa Ou Truck 


One enterprising Indiana merchant annually sends his own 
Santa Claus on a truck through the rural areas distributing 
candy, nuts and fruits to farm kiddies and playing Christmas 
music. The stunt works out very well, and is one which a feed 
dealer can use to good advantage. The Indiana merchant out- 
fitted Santa's truck with a sound system. The truck is parked 
outside rural schools and when the kids came tromping out, 
Santa plays Christmas music and is on hand to answer questions. 
He also hands out circulars advertising the merchant's store and 
invites the farm kids to come in and take a look at the gifts 
on display. 


Gor Garm Wemen 


The feed dealer who wants to get more farm families into 
his store during the holidays can send a letter to the wives of 
farmers that his firm has a special gift for them if they will call 
at the store or mill. The curious women will come for the gifts 
which can be some sort of kitchen necessity obtainable at a low 
cost when bought in large lots. Naturally the farmers will come 
to town with their wives and will visit the feed mill. Inasmuch 
as many women buy the feed for the poultry flocks, quite a few 
will also place feed orders when calling for their gifts. 


Christmas Tree 


Another idea that a dealer can use to good advantage during 
the Christmas season is to put up a Christmas tree in his feed 
store and put gifts under the tree for all his customers. These 
gifts can be rulers, pencils or some item of similar nature, with 
the name of each customer on the outside of the package. The 
dealer can advertise in his local newspaper that he has such a 
tree and that each customer should call at the same and find his 
own gift. This will bring farmers into the feed store to look for 
their gifts. The tree should be well lighted and trimmed. Don't 
forget to have a good display of feeds near the tree because 
many farmers will congregate at this spot. 


December Hints 


During the holiday season don't forget to greet everyone with 
“Merry Christmas” and “Happy New Year” at the right time... 
Dress up your windows with some sort of Christmas trim... . 
The week between Christmas and New Year is a good time 
to get out direct mail to farmers for January buying. They cele- 
brate and visit a lot during the week and have time to read and 
discuss your products with other farmers. 
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(Continued from Page Twenty-two) 


the feed is unloaded the trucks are 
re-loaded with chickens that Mr. 
Gregory sells for his customers. The 
money is applied on the feed 
account. 

When a vexing feed problem is 
brought before the men at the Engel 
feed store, they try sincerely to 
solve it for the farmer. While they 
don't frequently have to go outside 
the store for a solution, Mr. Gregory 
has the Farmingdale agricultural 
college faculty and experts at his 
service. The school is state-support- 
ed and readily cooperates with 
farmers and merchants. 

Credit business amounts to 20 
per cent approximately of the an- 
nual business, Mr. Gregory said. 
However, with prices figured at a 
close margin, the business is getting 
more and more into the cash sys- 
tem. When questioned regarding 
credit, Mr. Gregory said that he 
required four references before any 
large amount of credit was granted. 
Fortunately, this feed dealer is fa- 
miliar with the territory he serves 
and is able to a large extent to grant 
or reject credit on his own observa- 
tions. When credit is granted on 
past association, the references are 
later checked. If the information is 
different from what has been ob- 
served, a limit is set. Should the 
customer pay off the indebtedness 
as agreed, he is allowed to buy that 
amount again. 


Dog food sales account for 10 
per cent of the Engel company’s 
gross sales. Since the firm is locat- 
ed on the main thoroughfare, sales 
from this product are increasing, 
Mr. Gregory said. 


Mr. Gregory secures calendars 
with large numbers for he said that 
farmers like to glance across the 
room and get the date quickly. A 
picture that strikes home is sure to 
be put in a conspicuous place, Mr. 
Gregory contends. These calendars 
keep the firm's name constantly be- 
fore the farmer in whose house the 
calendar is being used as well as 
before those who may visit him. 

Charles Gregory makes movies. 
He has also made a picture in Flor- 
al Park in which his feed store plays 
an important part. It is one of 
mounting sales in a frame of profits. 
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CORN LOAN RATE 
Loans on 1940 corn to farmers in the 
commercial corn area will be given at the 
rate of 61 cents per bushel, accérding to 


the department of agriculture. The 1940 
oans, made by the Commodity Credit 
corporation, compare with a rate of 57 
cents per bushel in 1939. Other changes 
announced were that the period during 
which loans are available is extended from 
four to ten months, and the loan term has 
been extended from one to three years. 
IOWA 

Quaker Oats Co. elevator, Rock Rapids, 
recently held its formal opening and dedi- 
cation. The plant includes elevator, mill 
and office. 

Western Flour Mills, Davenport, recently 
started construction on a new $75,000 grain 
elevator. 

Clarence S. Chase, Des Moines, was re- 
cently appointed general manager of the 
Inland Milling Co. Chase was formerly 


the Inland sales manager. 

New Hampton Mill, New Hampton, was re- 
cently completed and opened for business. 
E. C. Heinmiller is the owner. 

Ray Hauber, Crasco, recently began op- 
erating a portable feed mill purchased 
last month from Sam Hansen. 

Farmers Elevator, Eldora, was recently 
purchased by E. F. Froning, formerly of 
the Froning-Zearing Grain Co., Zearing. 

Johnson Bros., Shenandoah, recently pur- 
chased the J. Good elevator at Essex. 

H. E. Cox & Co., Chicago grain firm, re- 
cently took over the Des Moines offices of 
Faroll Bros. M. A. Swanson is the new 
manager. 

Frank Patterson, Wever, was recently 

appointed the new manager of the Farmers 
Grain & Supply Co. 
@ JERROLD HADDIX and James Walters, 
Toledo, O., were added to the Kasco Mills 
staff recently. Haddix will be the western 
Pennsylvania representative. 


ARE MORE THAN A FEED MIXER! 


Mixing feeds is only a small part of your job. Before mixing 
you must determine what combination of ingredients are 
best to use. You must know what results your finished ra- 
tions will accomplish. You must be prepared to give advice 
to your customers on feeding and management problems. 


1S MORE THAN A FEED CONCENTRATE! | 
it Provides 


A Research Laboratory 
Sales Aids 


Proved Formulas 
Advertising Helps 


Our specialized technical training, combined with your broad 
knowledge of local conditions and problems, will make a 
winning combination. This teamwork between ManAmar 
service and other feed makers has resulted in more sales and 
more profit for hundreds of feed mills. Do increased feed 
sales and added profits interest you? 


Write for complete FREE details of the ManAmar Plan for 


teamwork in the feed business. 


J PHILIP R. PARK, INC. 


DEPT. FB-12 


608 SOUTH DEARBORN STREET 


CHICAGO, ILL. 


Mfg. Plant and Laboratory, San Pedro, Calif. 
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TARTED about seven years ago, the 

Welding Pet Shop, in Riverside, New 
Jersey, has shown a gratifying profit by 
selling feeds in small lot quantities. Mr. 
Welding found a welcome response to his 
handy method of selling grain feeds and 
dog and cat rations, from the very start of 
his enterprise. Owners of everything from 
dogs to gold fish, and from turkeys to ca- 
naries make the convenient Welding Shop 
their food and equipment headquarters. 


Mr. Welding’s 15x30 ft. building is not 
large, but in it he stocks a complete line 
of foods in packaged quantities to appeal 
to owners of pets, backyard paultry raisers 
and small farms. His stocks include some 
15 varieties of canned dog food, several 
varieties of canned cat food, bulk dog food, 


“The greatest hammer- 
mill for general feed 
gtinding that I have 
ever seen” writes one 
user. It delivers great- 
er capacity per h. p. 


than any competitive machine in the same h. p. range. 


sales profitable 


sacks and small packages of poultry feed, 
horse and cow feeds, mixed rabbit feeds, 
and food mixtures for canaries and gold 
fish. It is obvious that J. P. Welding covers 
the feeding of pets rather thoroughly. The 
fact that he does, is largely responsible for 
his success, because pet owners know that 
they can find what they want at Welding’s. 

Canned foods are stocked on low shelves 


All moving parts are perfectly balanced to give vibration- 
less operation. Many other outstanding features including 
one-minute screen change, Rasp-like cutting plate, Long- 
wearing patent beaters, Double row SKF bearings, one 
piece cast iron base, All-steel upper housing, Big capacity 
blower. 


30-DAY TRIAL PLAN 


enables you to prove its greater profit-making performance 
in YOUR plant. Write at once for full information. 


A. E. JACOBSON MACHINE WORKS, ‘Inc. 


1074 Tenth Ave. S. E. Minneapolis, Minn. 
Grinders—Corn Cutters—Magnetic Separators—Feed Mixers 
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MR. WELDING believes 
that both exterior and in- 
terior store display help in- 
crease sales. These pictures 
show that he does a good 
job of making his merchan- 
dise attract attention. Prop- 
er display aids in selling 
additional items says Mr. 
Welding. 


where customers can pick out the brand 
they want. Dog biscuits and other bulk 
animal foods are stocked in handy floor 
containers where the customers can select 
the kind they desire. A row of 18 small 
bins along one wall contain all kinds of 
grains, readily available for making up 
small orders. 

In addition to animal feeds, Mr. Welding 
maintains a complete stock of animal medi- 
cine and disinfectants. He likewise sells 
dog leashes and harness, feeding dishes, 
baskets and other appurtenances for house 
pets. To meet the wants of poultry raisers 
he handles chicken wire, feeders and heat- 
ers for brood houses. In the spring he sells 
baby chicks. 

Canaries form a substantial part of the 
Welding business. In addition to selling 
various kinds of canary feeds and disin- 
fectants, Mr. Welding raises large quanfi- 
ties of the birds in his own home. These 
he sells in his shop, together with cages, 
feeders, baths, etc. 

At Christmas time he adds a quantity of 
gold fish to supplement his business. These 
may be bought in attractive bowls, fixed 
up as complete gifts. 

Dog owners are Mr. Welding’s best cus- 
tomers, and the sale of dog foods, medi- 
cines and equipment comprise the best 
percentage of his normal business. Poultry 
feeds and supplies run a close second, with 
his sale of live canaries and bird feed fluc- 
tuating widely. 

Not wanting to miss a good market for 
grains, Mr. Welding caters to the wants 
of the people who feed birds in their 
gardens. Cracked corn, sunflower seed, 
millet and hemp are leaders in this field. 
These may be bought separately or mixed 
in definite ratios. Bird feeders, houses and 
baths are profitable accessories to this 
business. 
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ments of the day, or in the evening, the 
dealer calls his customers and, while in- 
quiring about the results brought by the 
last order of feed, gets in several plugs for 
new stock. Thus, although the customer 
himself may not be in the market at that 
time, all the listeners hear the sales talk, 
and are drawn to the store. 


NOVEL DISPLAYS 

An increase of 40% in a single year was 
shown by one Massachusetts feed dealer 
simply by following his own slogan “Make 
them look and they will buy’. A new store, 
greatly enlarging the display space was 
the first step, and was followed by a re- 
decoration of the store so that it would be 
attractive, yet not so fancy as to make 
farmers nearby think it was out of their 
range. Not only does this dealer make use 
of window and inside floor displays, but 
he has utilized a sidewalk border display, 
which catches the eye of the casual passer- 
by. Together with the new policy on dis- 
play came another—da constant effort to 
impress the customer that this was a “one- 
stop store’—that all his needs could be 
met here, and he need look no further for 
anything in feed or supplies. Result has 
been a substantial increase in the sales of 
tools and accessory equipment. 


SINCERITY POLICY 


“No class of people can detect dis- 
honesty or insincerity quicker than the 
farmer” says a Missouri feed dealer, and 
has accordingly stressed a straight-forward, 
shoulder-to-shoulder form of contact with 
his customers. Not only honesty but honest 
friendship is the method used to build 
steady customers. Besides this general at- 
titude toward the customer, the dealer's 
feed business is constantly stressing novel- 
ty, and attractive new displays are made 
every day. A bit of shifting around gives 
the impression that the store has been re- 
arranged for every business day, and adds 
to the impression of there being something 
new. 


CHICK MERCHANDISING 


A window of baby chicks displayed from 
April to June of every year plus displays 
of trays, feeders and accessories, has result- 
ed in a Massachusetts dealer building a 
chick business of such volume that sales 
direct from the window keep him jumping 
to maintain his supply. Complete knowl- 
edge of chick feeding and problems brings 
additional profits from sales of starter mash 
with almost every chick sale. 


@ MARITIME Milling Co., Buffalo, N. Y., 
recently opened a branch store in Clare- 
mont under the management of Russell H. 
Holmes, formerly with the Sullivan County 
Farmers’ Exchange. 

@ SELLER & Son, Rockford, Ill., recently 


sold its grist mill to Merriman & Son, own- 
ers of the local grain elevator. 
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ELEVATOR SURVEY 

An extensive survey covering the opera- 
tions of farmers elevators in the state of 
Illinois was recently compiled and pub- 
lished in pamphlet form by Dr. L. J. 
Norton and Glen W. Freemeyer of the 
Illinois college of agriculture. The pamph- 
let is designed for the use of farmer 
elevators. 


rate earned on total assets by farmers 
elevators in Illinois and in earnings per 
bushel on different kinds of grain, an in- 
crease has been shown over recent years. 
@ T. M. MANNING, Lakefield, Minn., was 
recently appointed new manager for Hub- 
bard & Palmer at Sibley, Ia. Vernon Dilly, 
former manager, is still associated with the 


The survey shows that in both average firm as assistant manager. 


PILOT BRAND OYSTER SHELL IS AS 
NECESSARY TO THE FEED DEALER 
AS SALT IS TO A GROCERY STORE 


Because calcium carbonate is as necessary to 
poultry life as salt is to human life, consumption 
of both is constant every day of the year, so 
also has been the constant Pilot Brand Oyster 
Shell advertising for twenty years. It is stand- 
ard everywhere because it is a perfect product 
for the purpose it is used. 


The bag with the big 
pilot wheel on it is a sym- 
bol of purity which justi- 
fies and gets both good 
will and money profits for 
the thousands of dealers 
who carry it. 


PILOT 


OYSTER ‘SHELL 


OYSTER SHELL PRODUCTS CORPORATION 


— Square Building 3615 Olive St. 
NEW Ri 


» N.Y. LONDON, ENG. ST. LOUIS, MO. 


AVOID LAST 
MINUTE DELAYS 
... LET US HELP 
PREPARE YOUR 
FORMULAS NOW! 


e Let Blatchford’s Form- 
ula Department help you 
prepare your 1941 formulas 


As included i in your 
1941 Formulas! 


atadine 


now and avoid last minute 
rush and confusion. Plan 
now to build up the quality 
of your feeds with Vitadine. 


QUALITY 


BLATCHFORD’S CALF MEAL and CALF PELLETS 


Win and hold the trade of dairy farmers by featuring Blatchford’s Calf Meal and 
Blatchford’s Calf Pellets. Nationally advertised and backed by Blatchford’s 140 
year record of success. They save milk, work and money for dairymen .. . 
and SATISFY. 


VALUABLE GIFTS FOR DEALERS 


Every bag of Blatchford’s brings you Credits exchangeable for valuable gifts. 
Write us or ask your jobbers. 


Bistchford Calf Meal Co. 


WAUKEGAN ILLINOIS 
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—sells gains 
(Continued from Page Twenty-five) 


peka Rolling Mills’ own brand of 
“Haw Patch” feed throughout the 
year, as well as a large volume of 
custom grinding. Mr. Oesch em- 
ploys the same constructive meth- 
ods in stepping up his sales among 
these good people, and says that 
the same basic principle applies to 
cattle, sheep and poultry as it does 
to hogs in the matter of advising 
them to feed “for the market” just 
as though prices were high. 


50th anniversary. 


Celebrates 50" Anniversary 
By Building NEW Plant 


Here is the NEW and outstanding plant we 
have just completed for Geo. P. Sexauer & Son 
at Brookings, S. D., who are celebrating their 


Many innovations were introduced in this plant 
—it contains 22 cleaners, a dust collector system, 
42 bins, 14 legs and has 4 milling floors. 


You Can Profit By 
Our 50 Years’ Experience 
Write us in full confidence. There is no obligation 


attached to a request for information or for consulta- 
tion. Tell us your problem — we'll solve it. 


TEIBBERSON COMPANY 


One important factor in selling 
the farmers on the idea of proper 
feeding is the timeliness of ap- 
proach. We all know that when 
prices are low, it is a natural re- 
action to produce less of that given 
product, and equally .natural to 
spend less money in the develop- 
ment or growth. Consequently, 
when live stock prices decline be- 
low a point at which a farmer 
thinks he can come out with a 
profit, he does both these things — 
raises less, and spends less for feed. 

At this stage, Mr. Oesch believes 


it is high time to point out the fal- 
lacy of this idea. He uses the sim- 
ple argument outlined above — and 
— in talking with one of these farm- 
ers at a time, he shows by logical 
reasoning that no doubt a lot of 
other farmers are doing the same 
thing he contemplates, and that by 
the very nature of things, this will 
tend to create a shortage and that 
prices are sure to advance. It works. 
Of course, when live stock prices 


are good this line of thought need 


not be offered, but instead, a pro- 
gram of assisting the farmers and 
suggesting still wider diversification. 

Topeka Rolling Mills was so 
named as it was originally a com- 
bination feed and flour mill. Dan 
Oesch has operated it since 1922. 
About two years ago the original 
mill burned down. The present 
building is entirely new, and is 
equipped with two complete units 
for uninterrupted service. On the 
one side which is devoted exclu- 
sively to custom grinding is one 
complete unit, which affords prompt 
service to customers driving in with- 
out interference with the company’s 
production of “Haw Patch” feeds. 
In addition to his own brand of feed 
and custom grinding, the company 
handles nationally advertised mix- 
ed feeds as many customers de- 
mand them. 

“Good equipment and plenty of 
it, is highly important,” declared 
Mr. Oesch. “We have everything 
except an electric hoist, but do have 
pits on the drive-in platform where 
grain can be unloaded rather 
quickly and with a minimum 
amount of work. We use gasoline 
motors for power, one 50 h. p. In- 
ternational Harvester motor, one 65 
h. p. Allis-Chalmers. Gasoline is 
available at 11¢ per gallon due to 
rebate for tax, and we find it cheap- 
er than electricity. There seems to 
be no wear out to them. Good lu- 
bricating oil and reasonable care, 
we think, are responsible for long 
life of our power equipment. At 
full capacity, we have turned out 
up to 19 tons of feed per day.” 

@ E.H. FELTON, Indianola, Ind., was elect- 
ed state representative for the coming 
legislature by the largest vote cast in his 
county. Felton has operated a grain and 
feed business at Indianola for several 


years. 


@ DANIELSON Feed Mill, Spring Grove, 
Minn.. was destroyed by fire recently. 
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(Continued from Page Twenty-six) 


about how to run a feed business. He is 
interested in learning as much as possible 
about his industry and that is why he is 
extremely active in the affairs of the Ohio 
Grain, Mill & Feed Dealers association, 
serving as a director. 

“A feed man should try to handle as 
many items as he reasonably can.” says 
Mr. Kile. “This will enable the farmers who 
want to give all their business to one firm 
to trade with you. 

“We feel it is very important for the feed 
dealer to see that his customers make mon- 
ey on their livestock. The feed man must 
show his customers how to make more 
money by teaching them what to do when 
their livestock don't show the proper gains 
or when egg and milk production drops off. 
That is when the feed man has a job to 
do and if he can rectify the trouble he has 
gained a customer for life.” 

Mr. Kile remembers many customers who 
had similar troubles and asked for help. 
With the aid of the service man who sup- 
plies the feed and supplements for the firm, 
Mr. Kile helped correct these situations and 
has received the thanks of many farmers. 

According to Mr. Kile, feed dealers 
should sell a definite feeding program to 
their customers. If it is the proper program, 
it will bring results and will eliminate for 
once and for all the price angle from the 
sale of the feed. 

“Feed dealers would do well if they for- 
got entirely about price and talked quality 
to their customers,” says Mr. Kile. “We also 
sell by example. In our office is posted a 
bulletin board showing pictures of good 
producing herds and flocks. We point out 
in detail the feeding cost and returns and 
actually show our customers how a feeding 
program will mean additional dollars for 
them.” 

In 1936 the firm felt that the time had 
come to remodel its facilities. The plant 
was rebuilt by the Sidney Grain Machinery 
Co., Sidney, Ohio and new equipment was 
installed. Sidney furnished a corn sheller 
and mixer and the motors and direct con- 
nected drives. A Clipper seed cleaner was 
also installed. The firm now uses a Willi- 
ams hammer mill. 

The company offers custom grinding and 
mixing. Mr. Kile has set up a dual price 
schedule for such service. On orders of 
one-half ton and less the price is 10 cents 
per hundred and on more than one-half 
ton lots the price is eight cents per ton. 

Tomorrow more changes in business con- 
ditions may arise. But if they do you can 
be sure that Elton Kile, and his 23-year 
old son, James, who now helps in the busi- 
ness, will be ready with necessary adjust- 
ments in their business policy. 

@ HAMPTON Feed Milling Co., Hampton, 
Ia., opened recently under the manage- 
ment of William Quilling, formerly of 
Garner. 

@ WILLIAM WEESE, Princeton, Ind., died 
recently at the age of 76. He was a mem- 
ber of Weese-Wellborn Co., elevator oper- 
ators, for 25 years. 
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NEW DIRECTOR 
Allen Bush, Lowville, N. Y., was appoint- 

ed recently as director of the Eastern Fed- 
eration of Feed Merchants, Inc. He suc- 
ceeds Fred M. McIntyre in office. McIntyre 
became ineligible to hold the post when 
he sold his feed and coal company and re- 
tired from business. The appointment was 
made by Albert J. Thompson, president of 
the federation. 

@ FARMERS Feed & Grain Co., Elmer, N. 
J., opened recently with Jack Lampert, 
Monroeville, as local manager. 


@ GRAFTON Feed & Storage Co., Grafton, 
W. Va., has announced it will discontinue 
its grocery department and devote its 
entire attention to feeds. 


MINNESOTA 
Magnus Johnson, Rushford, owner and 
manager of the Johnson Elevator Co., died 
Oct. 26. Johnson, who was 69, had been in 
the feed business for 36 years. 
Farmers Co-op, Dawson, recently opened 
a new feed mill at its Eagle elevator. 
Stillwater Market Co., Stillwater, recently 
sustained a loss of $25,000 when its mill 
and elevator were destroyed by fire. 
@ NORTHWESTERN Milling Co., Onawa, 
Ia., has been granted permission by fed- 
eral court to reorganize and resume opera- 
tions. Richard F. Boyer, Des Moines, heads 
the company. 
@ J. H. DEHART, Stuart, Va., sustained the 
total loss of his mill by fire last month. 


VITAMIN A AND D FORTIFICATION 
OF YOUR FEEDS 


i} 


TO INSURE DEPENDABLE STANDARDIZATION IN THE 


Sectional view of 


sands of chicks annually. 


family : 


Thousands of Chicks Are Used Annually 
in Our Poultry Laboratory 


Of utmost importance in the production of dependable 
vitamin products is the biological laboratories. 
CI.O-TRATE oil must be standardized for its vitamin D 
content on chicks by the A.O. A.C. method, requiring 
a complete and well equipped laboratory and many thou- 


One of the most recent oils to be treated in our poultry 
laboratory is the newest addition to the CLO-TRATE 


one of our biolog- 
ical laboratories. 


Each 


CLO-TRATE ‘‘85’° 


VITAMIN A and D FEEDING OIL 


This new vitamin product complies with the definition 
adopted by the Association of American Feed Control 
Officials, Inc., and is guaranteed to contain not less than 
85 A.O. A.C. chick units of vitamin D and 600 U.S. P. 
units of vitamin A per gram. Write for particulars. 
Important: Our vitamin A & D feeding oils should in no 
way be confused with regular CLO-TRATE—our fortified 


cod liver oil— which is still available either for prompt 
or future shipment. 


WHITE LABORATORIES, INC. 


Manufacturers of Dependable Vitamin Products 
NEWARK NEW JERSEY 
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Diesel Power 


A 90 h. p. single cylinder diesel engine 

in constant operation for 15 years has 
supplied economical power for a complete 
feed grinding equipment and flour mill 
in the Cutler & Dickerson plant located in 
Hudson, Michigan. The management re- 
ports an average consumption of 50 gal- 
lons of five cent fuel oil per day, or $2.50 
per working day. 

Even a hurried inspection of this build- 
ing would make this achievement seem 
almost incredible. Including the basement 
which houses the diesel and system of 


STOPS DETERIORATION 
IN STORAGE 


Iodized feeds may now be stored 
indefinitely without deterioration 
of the iodide. This was accom- 
plished through the research of 
Iodine Educational Bureau and 
Mellon Institute. 


NO EXTRA COST 


Originators of this process require 
no royalty or fees for their discov- 
ery, and we are authorized to pro- 
duce this new product at the regu- 
lar market prices of iodine — no 
extra charges. SAMPLE ON 
REQUEST. 


Still Sell Other Products 


IOFLOW*, IOMAG*, Regular 
U.S.P. Potassium Iodide, and other 
minerals used in mineral mixtures 
and feeds. Write for samples giv- 
ing your requirements. 


*Trade Mark Reg. U.S. Pat. Off. 


: CHEMICAL WORKS 


& Mallinckrodt Sts., St. Louis 
70-74 Gold St., New York, N. 


Philedelphia Montreal 


saves money for 
michigan firm 


shafts and belts, there are 4 stories. The 
feed grinder, mixer, sheller, crusher and 
wheat cleaners as well as the flour mills 
and flour dressing machines, located com- 
pactly on the main and third floors are all 
smoothly co-ordinated, controlled and pow- 
ered by this 90 h. p. diesel. 


Inasmuch as the engine was installed 
15 years ago, and a lot of additional equip- 
ment was added in the meantime, the man- 
agement reports that the engine is over- 
loaded, but in spite of this fact is doing 
a fine job of powering this extensive mill 
equipment. In view of this experience, it 
is recommended that the installation of a 
new diesel in any plant contemplating 
using diesel power would prove much 
more economical in the long by purchasing 
one 25 to 50 h. p. in excess of the im- 
mediate needs. 


Another important factor as a money- 
saving equipment is a small electric gener- 
ator powered by the diesel. This is located 
in basement, but some 15 feet distant from 
the engine. It generates ample electricity 
to supply lights throughout the building, 
and this is reported to save the company 
$30.00 per month in electric light bills. 


Also—a considerable volume of water is 
required for engine cooling. The company 
installed a deep well with two inch casing. 
A compact force pump also operated by 
the diesel, pumps all the water required 
for this purpose practically without cost. 

Headquarters of this company is at 
Adrian, Michigan, under the management 
and ownership of Gerald Cutler. 


INDIANA 

Schlemmer’s Coal & Feed Co., Lawrence- 
burg, recently opened in a new location 
after extensive remodeling. 

Chris Schluttenhofer, Fowler, recently 
sold his grain elevator to Beatty and Har- 
lan, Kentland. 

Standard Company elevator, Foresman, 
was destroyed by fire recently, together 
with over 45,000 bushels of grain. 

Elevators & Feeders, Inc., Windfall, was 
recently incorporated by John S. Mitchell. 

Cook Grain Co., Clinton, sustained a 
loss last month of $18,000 when its elevator 
was burned to the ground. 

Burke’s Baby Chick & Feed store, Fort- 
ville, opened last month for business in 
poultry supplies and feeds. 

Edward M. Kiefer, Kiefer Feed & Supply 
Co., Anderson, was married last month to 
Miss Ruth Harmon. 

Siebenthal Feed Service, Goodland, re- 
cently purchased the Hotler Feed Co. and 
opened for business. 

Miller Grain Co., Cloverdale, purchased 
the Smith Feed & Grain Co. and opened 
for business Dec. 1. 

Diamond Feed Store, Knightstown, re- 
cently moved to a larger location. 

WHEAT LOANS 

Total government loans made on the 
wheat crop of 1940 to mid-November were 
257,059,636 bushels valued at $185,448,094.- 
02. Wheat continued to enter the loan at 
the rate of approximately one million bu- 
shels per day, according to the commodity 
credit corporation. 

@ CEDAR RAPIDS, Iowa, was the scene 
of a dinner for the Wilson & Co. dealers 
Nov. 9. Mr. Palmer, superintendent of the 
company, welcomed the 185 dealers and 
introduced the evening's speaker, Mr. Sut- 
ton, Delhi, who cited experiments on hog 
feeding and raising. 

@ COOK Grain Co., Clinton, Ind., sustain- 
ed a loss of $18,000 recently from fire. 
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ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. } 
Next time you are in the market for any of table Rolled Oats 
the products listed here let us furnish your Feeding Rolled Oats 
requirements. Our fast service and quality Feeding Oat Meal 
products make it worth your while to buy Oats 


SERVICE 


FRUEN MILLING CO, 


MINNEAPOLIS, MINN. 


Steel Cut Oat Groats 
Pulverized and Bolted 


Whole Oat Groats 

Steel Cut Wheat 

Ground Oat Groats 

Oat Mill Feed 

Oat Mill Feed with 
Molasses 


gs 
Steam Crimped Oats 
Steam Rolled Barley 
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Employment Bureau 


A complimentary, confidential service — 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


SALESMAN or feed mill manager—experi- 
enced in bookkeeping and assistant manager's 
work. Prefer Wisconsin territory, but will work 
elsewhere. Age 37, married. Refer to No. 1140, 
% The Feed Bag, Milwaukee, Wis. 


MANAGER feed and grain business—or sales 
work—twelve years’ experience in feed and 
grain business. Well recommended. Willing to 
work anywhere. Age 40, married. Refer to No. 
1144, % The Feed Bag, Milwaukee, Wis. 


ACCOUNTANT—experienced in feed and fruit 
stores; operated own feed and produce store. 
Prefer northern Illinois territory. Age 29, mar- 
tied. Refer to No. 1142, % The Feed Bag, Mil- 
waukee, Wis. 


POSITIONS AVAILABLE 


MANAGER—Business and buying experience. 
Opportunity for investment in feed manufactur- 
ing business. Further information upon request. 
— a. No. 4010A, % The Feed Bag, Milwau- 

ee, Wis. 


OPPORTUNITY—Wisconsin, Illinois, Indiana, 
Michigan and Ohio territory open for livewire 
salesmen to sell poultry and livestock feed. 
Give full information first letter. Refer to No. 
1148A, % The Feed Bag, Milwaukee, Wis. 


FEED SALESMEN—Western Pennsylvania and 
Ohio territory. Well acquainted among farmers 
and able to convince. Full particulars when 
writing. Refer to No. 1104A, % The Feed Bag, 
Milwaukee, Wis. 


SPECIALTY SALESMAN—with knowledge of 
nutrition and chemistry ot contact feed manu- 
facturers in middle western territory. Write 
for proposition. No. 124A, % The Feed Bag, 
Milwaukee, Wis. 


BAGCO 


ESTABLISHED 1889 


FREDMAN BAG CO. 
MILWAUKEE, 
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SHIPPING CLERK—man with ability to super- 

vise labor in flour and feed manufacturing 
lant. Refer to No. 1240A, % The Feed Bag, 
ilwaukee, Wis. 


FEED BROKERS—to call on wholesale and re- 
tail feed mixers to handle sardine oil and for- 
tified oils. Must be acquainted in feed indus- 
try. Give full particulars in first writing. Refer 
to No. 121A, % The Feed Bag, Milwaukee, Wis. 


SHREWD GUESSER 

On display at the booth of the Iowa de- 
partment of agriculture at the recent con- 
vention of the Western Grain & Feed asso- 
ciation at Des Moines was a soybean and 
a cocoanut. Conventionites were invited to 
guess how many soybeans would equal the 
weight of the cocoanut. E. H. Huibregtse, 
Monticello, won the first award with a 
guess of 3641, the correct number being 
3661. The highest guess was 50,000,000 and 
the lowest, 160. 

@ DANIELSON Feed mill, Spring Grove, 


Minn., was destroyed by fire last month. 


@ FRUTCHEY Bean Co., Montrose, Mich., 
has installed a feed mill. 


ARCADY BROADCASTS 

Arcady Farms Milling Co., Chicago, IIl., 
is using fourteen radio stations in advertis- 
ing its products in the territories served. 
Stations used for the winter and spring 
program are: WIBU, Wisconsin; WKZO and 
WCAR, Michigan; WFBM, WOWO, and 
WGBEF, Indiana; WCMI and WJLS, West 
Virginia; WLS, Illinois; WHIO and WICA, 
Ohio; WHJB. Pennsylvania; and WSVA 
and WRVA, Virginia. 


Poultryman 


why he buys Con- 
keys Y-O Egg Mash 
or Conkeys Y-O 
Supplement. He'll 
tell you it is be- 
cause Conkeys 
Y-O Feeds are 
VITALIZED — 
rich in the important vitamins A, B, D, E 
and G, and that it pays to follow the 
Y-O Way. 


Ask Any Conkey Dealer 


why he sells Conkeys Y-O Feeds. He'll tell 
you that Conkeys advertising on the radio 
and in leading Poultry and Farm Papers 
keeps customers coming into his store for 
the VITALIZED feed with the 2 big red 
letters “Y-O” on every bag. 


Why Not Cash in “The Y-O Way ?” 


Push feeds that mean more profit for both 
you and your customers. Write Today for 
Conkeys Liberal Dealer Proposition. 


The G. E. CONKEY CO. 
6761 Broadway, Cleveland, Ohio 
Mills and warehouse stocks at convenient centers 


SELL (Conkeys- THE YEAR ‘ROUND PROFIT LINE 


ANY GRADE... 


CORN - OATS - FEED BARLEY 
Poultry and Milling Wheat 


ANY QUANTITY... ANY TIME... 
Write or Wire for Quotations 
BUNGE ELEVATOR CORPORATION 
MINNEAPOLIS MINNESOTA 


FOR FEED MIXING 
TANK CARS - BARRELS - DRUMS 


NATIONAL CO. 


em- 
| 
(PHILADELPHIA PENNSYLVANIA 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange 
ST. LOUIS 


A complete Merchandising 
Program with $1,000 in 
CASH PRIZES that bring 


customers to 
your store. 


Also, many other 
Money Making 
Programs. 


RADIO DEPT. 
FT. WAYNE, IND. 


PAYS TO HANDLE 


WAYNE 


— chickens 


(Continued from Page Seventeen) 


Mountain is produced in different 
sizes from the crushers. The finest 
grit is used for canaries. Chickens 
get a coarser brand, while turkeys 
and hens get still other grades. 

J. K. Davidson, founder of the 
firm, was only 18 years of age when 
he came to Lithonia, Ga. from Scot- 
land in 1887. Today the big granite 
business is run by the elder David- 
son, Charles, and three brothers. 
Their main quarry covers 600 acres 
and the firm also owns other near- 
by quarries. 


TURKEYS DIE 


Loss figures on turkeys during the Nov. 
1l blizzard were raised to more than ten 
times the original estimate after complete 
surveys had been made. Minnesota, the 
Dakotas, Nebraska, Iowa and Wisconsin 
lost 2,500,000 birds, figures now indicate. 


@ BEN C. HOFFNER, Toledo, O., was re- 
cently appointed district manager for Hul- 
burd Warren & Chandler Co., succeeding 
H. O. Barnthouse, who died Oct. 26. Hoff- 
ner was formerly representative for Lam- 
son Bros. 
PENNSYLVANIA 

Homer City seed and feed mills, Homer 
City, sustained a loss of $65,000 recently 
when a fire swept the plant. P. G. George 
and sons are the owners. 

Meyerink Milling Co., Columbus, opened 
its new plant last month, replacing the mill 
that burned last year. 

Kintner Milling Co., Meshoppen, recently 
installed a new molasses mixer, a heater, 
and generally remodeled its plant. 


Hugh A. Butler, a leading grain dealer 
of Nebraska, and a past president of the 
Grain & Feed Dealers National association, 
was elected to the United States Senate by 
a very large majority in the recent election. 
He will serve for six years. 

The week following the election, Mr. and 
Mrs. Butler were in an automobile accident 
in southwestern Nebraska. Mr. Butler was 
badly shaken up and Mrs. Builer is report- 
ed in critical condition in a hospital at 
Holdredge, Neb. 


NEW CATALOG 
S. Howes Co., Inc., Silver Creek, N. Y., 
announced recently the publication of a 
new catalog, “Golden Cut,” containing 
complete information on cutting, cleaning 
and grading machinery. Catalogs will be 
sent on request. 


POTASSIUM IODIDE MIX 


@ An intimately blended and milled combination of 90% 
Potassium Iodide U.S.P. with Calcium Carbonate and Calcium 
Oxide. Protected by U.S. Patent. 


A stable, very finely divided Powder, bulky and free running, 
thus assuring uniform distribution and a uniform ration of 


Iodine in your feeds. 


Write for Sample and Circular 


PFIZER) 
QUALITY, 


Manufacturing Chemists 
CHAS. PFIZER & CO., INC. 
81 MAIDEN LANE, NEW YORK, N. Y. 
444 GRAND AVE., CHICAGO, ILL. 
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Christmas in the Country 


There's Christmas in the city 

With its myriad of lights, 

And festive decorations 

Crowding walks and steepled 
heights; 

There's the whiz and whir of traffic, 

Unending night and day 

And a wholesome, large-scale 
gayness 

Mixed with piety and play. 

Yes, Christmas comes to cities 

With a splendor and a sweep — 

A burst of Yuletide spirit 

With a meaning true and deep. 

But nowhere in the universe 

Does the quiet peace abide, 

That hallows life at Christmastime 

In a quiet countryside. 

Where scattered home lights beckon 

To wanderers far and wide, 

To join the cheer and comfort 

Awaiting them inside. 

Where trees and snow-encrusted 
earth, 

And the wind, in muted bars, 

And a church bell on a lonely hill 

Hold communion with the stars. 


by EMIL J. BLACKY 


Yes, Christmas in the country 
Will in hallowed peace abide 
For it started in a manger 


In a quiet countryside. 


NEW SEED BOOKLET 
A new booklet advising growers to plant 

good seeds only in soil that is properly 
prepared has been issued by the Sudbury 
Soil Testing Laboratory, South Sudbury, 
Mass. The booklet goes into considerable 
detail about fertility of soils and good 
seeds. The price of the booklet is 25¢ per 
copy. Address replies to FB 293 Sudbury 
Soil Testing Laboratory, South Sudbury, 
Mass. 

@ COOPERATIVE Supply Co., Princeton, 
Ill., recently celebrated its 20th anniversary 
in the feed business with a banquet at- 
tended by 300 customers and agents. 

@ OHIO VALLEY Soybean Co-op associa- 
tion, Boonville, Ind., was formed recently 
to build a processing plant to produce oil 
and meal for livestock. 

@ W. C. WEST, JR., Onancock, Va., last 
month announced the opening of a new 
feed store in conjunction with the Farmers 
Produce Co., which he now owns with his 
brother, H. P. West. 


LEADERS 
with 
Dealers and Feeders 


Ryde’s Cream Calf 
Meal— 


Replaces milk 


Steam cooked ~ 


Easy to digest 


e 


THe PLACE 
OF ess® 


Saves up to 50% 


on feeding costs. 


eam Calf 
Flakes — 


Replaces milk 

Steam cooked 

Easily masti- 
cated 

Fed Dry — Sav- 
ing time and 
labor. 


“Sell the Feeds that Satisty” 


RYDE & COMPANY 


5425 W. Roosevelt Rd., Chicago, Ill. 


LL LLL LLL 


F Pecos Valley Alfalfa Mill @ 
Hagerman,NM. . 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NBW MEXICO 


Corn Sheller 


NO BETTER MACHINERY FOR 
YOUR MILL AT ANY PRICE 


Hundreds upon hundreds of operators have assured 
themselves maximum profits by using Kelly-Duplex 
machines. Machines that are expertly designed and 
built to turn out highest quality work and at the 
same time save power, labor hours and expensive 
shut-downs. You, too, can profit by making selec- 
tions from this complete line of Kelly-Duplex equip- 
ment. It’s built to give better service at prices 
lower than you expect. 


Write for Catalog and prices today 


THE DUPLEX MILL and MANUFACTURING CO. 


SPRINGFIELD @ OHIO 


NO-MILK 


NO-MILK Calf Food has been a popular profit 
item with feed dealers for more than 55 years. 
More than 1100 dealers who now handle No-Milk 
Calf Food are helping their customers raise better 
calves and hogs. Write today for complete infor- 
mation and prices. 


National Calf Pellets Are Also Available 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Mgr. 


FOND DU LAC WISCONSIN 
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CALF FOG 


Dependable-Uniform 
400 D 400 D 85D 
3000A  1000A 600A 


Sardine oil—natural fish liver oils 
F.E. BOOTH CO., INC. 


Department FB 
110 MARKET ST.,SAN FRANCISCO, CAL. - 


CEREAL 


GRADING CO. 


MINNBAPOLIS 


Specialize in 
GOOD 
CORN aay OATS 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


Clear Quill 


MINERAL 


SELL this mineral 

For _ that is really different 
Hogs —it offers an oppor- 
Poultry tunity for greater 


profits! Write for 
Cattle details. 


WATERLOO MILLS CO. 
Manufacturers 
WATERLOO, IOWA 


@ IVAN FRANZ, manager of the Leslie 
Grain & Produce Co., Leslie, Mich., was 
transferred recently to the Shepherd 
Grange & Bean Elevator, Shepherd. 
@ WILTON GRAIN CO., Tipton, Ia., recent- 
ly moved into larger quarters, taking over 
the full building in which it formerly had 
space. 
@ CARL STANSBURY, Crescent City, IIl., 
owner and operator of the Cesco Feed Co., 
entertained 145 farmers and representa- 


tives at a turkey dinner last month. 


@ EDWARD HULEE, Cascade, Wis., retired 
feed dealer, died at his home recently from 
injuries suffered when struck by an auto- 
mobile. 


ROLLED OATS 


Other DEMON Products 


@ STEEL CUT OATS 

@ WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@ REGROUND OAT FEED 
@® OAT GROAT FLOUR 
@ PULVERIZED OATS 


Des Moines Oat Products 
Company 
DES MOINES, IOWA 


CAPITAL 
FLOUR MILLS, INc. 


QUALITY FLOURS 


MINNESOTA GIRL 
GOOD BREAD FLOUR 


ALSO 
A Complete Line of Mill Feeds 


Office: 
CORN EXCHANGE BLDG. 
Minneapolis, Minnesota 


2§ years age! 


Feeds now carried at our wholesale 
warehouses were not yet known. 


Peanut Meal, Fish Meal, Soy Bean Meal, 
Brewers Yeast, Sardine Oil, Sweetened 
Gluten, Dried Molasses, Calf Manna, Dried 
Produlac, Wheat Germ Meal, Powdered 
Whey. 


FEED SUPPLIES, Inc. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


E. K. STEUL CO. 


MADISON, WISCONSIN 
Manufacturers Representative 


For quality, satisfaction and service 
handle these popular feeds 


CLINTON) 


Corn Gluten Feed................. 23% P. 

Sweetened Gluten Feed....18% P. 

Corn Gluten Meal.................. 41% P 

Toasted Soybean Meal.........44%.P. 
Linseed Meal 


Oat Products & By-Products Feeds 
Clo-trate Cod Liver Oil 


Get our prices when in the market. 


FEED INVENTORY 

The nation’s feed resources will be in- 
ventoried to meet defense needs should 
the situation arise, according to the Na- 
tional Defense commission. George Liv- 
ingston, director, food supply, agricultural 
division of the defense commission, is in 
charge of the work. Mr. Livingston is also 
former executive vice-president of the 
Millers National Federation. The inventory 
will be very comprehensive, it was stated, 
and will cover all types of feeds. 


PACIFIC GROUP MEETS 
The annual meeting of the Pacific North- 
west Feed Association, Inc. will be held at 
the New Washington hotel, Seattle, Wash., 
Feb. 19-20, according to C. O. Lande, pres- 
ident. Legislation and merchandising will 
be featured at the meeting. 


@ JAMES DeSANTIS & Son Co., Tuckahoe, 

N. Y., have opened a branch feed store at 

Egg Harbor, with Olin Warren in charge. 


@ IRA H. SPENCER, Spencer Feed mill, 
Susquehanna, Pa., died recently at the 
age of 68. 

@ W. O. FEHLING, 54, Philadelphia feed 
distributor, died recently from injuries suf- 
fered in an automobile accident. He was 
well known in the feed trade. 

- 
@ HUDSON VALLEY Feed Corp., Putnam 
Valley, N. Y., was incorporated last month 
by Israel Ben Scheiber, New York. 


4000-USP'4” 
VITAMIN. As 


Try this NEW oil! A fortified blend of oils 
containing PURE COD LIVER OIL. Biologi- 
cally tested. Palatable. More economical. Other 
potencies up to 3,000 “A” and 400 “D’’.. Manu- 
factured by the producers of VITAMINE 
BRAND COD LIVER OILS. 


Write for FREE sample and prices 


CHAS. L. HUISKING & CO., Inc. 


Peder Devold Oil Co., Inc., Div. 
147-P Varick St. New York, N. Y. 


RINTING 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


Cress 


We Specialize in 
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Purdue Nutrition 


Broun feed men attended a special 
nutrition school at Purdue University 
Nov. 19-20. A registration of nearly 150 
far exceeded university official’s expecta- 
tions. 

Dr. W. V. Lambert, associate director of 
the agricultural experiment station. opened 
the school and explained its purpose. Fred 
K. Sale, secretary of the Indiana Grain 
Dealers’ association, discussed the dealers’ 
responsibility for better feeds. 

Dr. L. P. Doyle, of the university, spoke 
on nutritional diseases in poultry, and was 
followed by professors C. W. Carrick and 
R. E. Roberts who discussed feed efficiency 
and feed formulas. Paul B. Curtis, of the 
state chemists’ staff, told of feed inspection 
methods and their relation to the industry. 

During the second day, Harry J. Reed, 
director of the experiment station, explain- 
ed the school’s methods and program to 
improve feeds, and Dr. R. M. Bethke, Ohio 


school attracts 


many feed men 


experiment station, spoke on mineral re- 
quirements in feeds. C. M. Vestal and S. 
M. Hauge, Purdue, discussed proteins and 
vitamins in feeds for farm animals, and C. 
L. Shrewesbury talked on the value of soy- 
beans in feeding. 

J. H. Hilton, speaking on protein require- 
ments of dairy cattle; Dr. J. F. Bullard, on 
disease among animals; and G. A. Wil- 
liams, on dairy extension feeding pro- 
grams, finished the afternoon's sessions. 

Ralph M. Field, president of the Améri- 
can Feed Manufacturers association, was 
principal speaker at the banquet in the 
evening. 


Every hatcheryman, poultry- 
man and dairyman in your 
community is either a user or a good 
for HTH-15. Around poultry, 

TH-15 is used as a spray or rinse to 
disinfect buildings and equipment— 
as a floating dry dust to guard against 


For POULTRY 


DAIRY 
SANITATION 


FLOATING 
POWDER 


respiratory diseases. Dairy- 
pose use HTH-15 to sterilize 
all dairy utensils—to keep bacteria 
counts down and avoid milk rejects. 
HTH-15 is a free-flowing powder that 
will not freeze or become lumpy. It is 
harmless to dairy metals. 


EASY TO STOCK<EASY TO SELL 


There is a steady demand for HTH-15. 


1-lb. can retailing at 50c and a 3-lb. can 


Constant advertising in poultry anddairy at $1.00, with a handy measuring spoon 


magazines has built a great, waiting mar- 
ket. There are just two sizes to stock—the 


packed with can. Drop us a card today 
and let us send you more information. 


THE MATHIESON ALKALI WORKS (Inc. 


1004 
60 E. 42nd St. 
New York 


Tests prove conclusively that hens 
produce more eggs at considerable 
profit when Avi-Tab is mixed in 
their feed. 


Over a period of six months, a test 
flock of 150 hens laid 2,564 more eggs 
than a similar flock not fed Avi-Tab. 

Increase your number of satisfied 
customers by recommending Dr. 
Salsbury’s Avi-Tab. 


Dr. Salsbury’s Laboratories 
CHARLES CITY, IOWA 


A Nation-Wide Poultry Health Service 


a 


with 


GIVE YOUR BUSINESS 


‘““VITALITY FEEDS’”’ 
FOR COMPLETE FREE INFORMATION WRITE 


VITALITY MILLS, INC. 


BOARD OF TRADE 
CHICAGO, ILL. 
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Dr. Salsbury’s 


AVI-TAB 


MYLES 
SALT 


A Grade for Every Need 


specify 
Myles Farmers’ Salt 


and 


Myles 
“Stocklik” Blocks 


Myles Salt Company, Ltd. 


New Orleans, Louisiana 


CHICAGO OFFICE ADDRESS 
Room 1704. 360 N. Michigan Ave. 


| AN / 
| 
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Classified 


Service department for our readers. Low 
Rates: 35c per line: minimum, four lines 
including heading. 


FOR QUICK SALE 
One-ton mixer attrition mill. 35 h.p. motor, 
belting, pulleys, and all equipment of 50 bbl. 
flour mill. Located in central Wisconsin. Write 
REH-1240, % The Feed Bag, Milwaukee, Wis. 


FEED BROKERS WANTED 
Calling on midwestern, eastern and southern 
wholesale and retail feed mixers to handle sar- 
dine oil and fortified oils. Must have estab- 
lished business. Attractive brokerage. When 
writing outline territory covered. rite DPC- 
121, % The Feed Bag, Milwaukee, Wis. 


EXCELLENT SIDE LINE 
Salesmen to sell attractive counter display 
card, “‘DI-FAST” rat killer. Write for details. 
Standard Products Co., Napoleon, Ohio. 


HEALTHIER HENS . 
From mashes with UNIVERSAL YEAST — 
Means MORE EGGS. 
The natural results — Satisfied customers that 
repeat on your mashes. 
Free Formula Service 
RICE LABORATORIES, INC 
Dassel, 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style ma e—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 
rte one ton 
hr. dition, guarantee. Write CM-116, 
% The Feed Bag, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor— used only short time. 
Like new. Bargain for cash. Write MM-116, % 
The Feed Bag, waukee, Wis. 


MAN WANTED 
To supervise labor and ping clerk 
in manufacturing flour and business. 
Write P.O. Box 566, ee. Ww. Va. 


SPECIALTY SALESMAN 
To contact feed manufacturers. Middle west- 
ern territory. Experience important. Knowledge 
of nutrition and chemistry helpful. Excellent 
proposition for right man. Write SCC-124, % 
The Feed Bag, Milwaukee, Wis. 


@ OHIO BUILDER & Milling Co., Canton, 
O., was purchased recently by the Graber 
Mill & Elevator Co. It will be known as 
the Graber Mill. 


Badger Seed Dealers 
Discuss Problems 


The annual convention of the Wisconsin 
Seed Dealers association was held at 
Portage, Wis., December 11 in connection 
with the meeting of the Seed and Weed 
council of Wisconsin. 

E. D. Holden, secretary of the Wisconsin 
experiment association spoke on the Wis- 
consin Seed association's educational pro- 
gram for the coming year. Dr. L. F. Grab- 
er, superintendent of the agronomy depart- 
ment, University of Wisconsin, gave a talk 
on agricultural problems. 

Roy Ormond discussed Wisconsin farm 
problems. The seed situation was the 
topic of a talk by Walter Ebeling. Credit 
and better methods of merchandising seed 
was stressed by Wm. Knauf, Chilton. F. W. 
Kellogg, Milwaukee, discussed the propos- 
ed Wisconsin seed law. 

Elmer J. De Broux, president and J. W. 
Jung, secretary, conducted the meeting 
with the assistance of other officers and 
directors. 


«FOR FEED CALL « 


“Stormy” 
IOWA FEED COMPANY 
Phone 45177 Des Moines, Iowa 


TURKEY LUNCHES 

Surplus turkeys will be used to provide 
lunches for undernourished school children, 
according to the Surplus marketing admin- 
istration. Bids will be received by the ad- 
ministration on birds “over household size” 
that are difficult to sell on the regular 
market. 
@ WERNER Grain Co., Watkins, Minn., 
recently opened for business with complete 
new and modern equipment., 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if me 
.Either Prompt or deferred d Meal. 
Save Money. “Stand by Stan.” 
A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 

North East Feed Mill Com 


pany 
MINNEAPOLIS MINNESOTA 


Now You Can 


Addressing Machine 


Only 17° 


The Elliott Addresserette will solve 
addressing problems for those firms sending 
direct mail advertising to small lists. Avail- 
able at only $17.50, the new Elliott Ad- 
dresserette does beautiful work at a speed 
eight times faster than hand addressing. 
It will enable you to maintain closer con- 
tact with your customers with a minimum 
of effort and cost. This machine uses 100% 
fibre address stencils which can be cut on 
a standard typewriter. The closest compar- 
able equipment sells for five times as much. 


Write TODAY for Complete 
Details 


The Elliott 
Addressing Machine Co. 


143 Albany St. Cambridge, Mass. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since '92) 
Merchants Exchange St. Louis, Ho. 
Board of Trade Bl Kansas City, M 


HIAWATHA 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


GRAIN COMBPARY 


MINNEAPOLIS, MINN. 


Now! - Buy SUPERIOR’S -Pure 


Meat and Bone Scraps 
[ Digester Tankage | 
Bone Meal—Blood Meal 


Superior Packing Co. 


St. Paul, Minn. 


Dried Skim Milk 


W. BURCKHALTER, INC. 


156 FRANKLIN ST., NEW YORK, N. Y. 


e Dried Buttermilk 


LEARY 


MINNEAPOLIS 


TOLEDO, OHIO 


KASCO MILLS, Inc. 


Complete Line of 


Quality Feeds 


WRITE FOR DEALER 
PROPOSITION 


WAVERLY, N.Y. 
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Allied Mills, Inc 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


52 
Arcady Farms Milling Co 6 
Archer-Daniels-Midland Co... 9 e FEED JOBBERS e 
Atkins & Durbrow, Inc 23 CHAMBER OF COMMERCE BRANCH OFFICE 
Ment Co BUFFALO, N. Y. MIDDLETOWN, N. Y. 
Broadw' Press 54 
Elevator Corp = Distributors of : 
. Bure ter 
CLO-TRATE Hubinger (Keokuk) SUNSET BRAND FEED 
Capital Flour Mills Inc 54 Cod Liver Oil fortified in (an exclusively milk product) 
argill, Inc. stanai ellogg’s min ee ich i ; : 
Cereal Grading Go 54 vitamins A and D. Na : Dried’ Wh High in flavin, milk albumen, 
Classified Advertisements 56 ‘hey and milk minerals. 
Herbert K Clofine 44 Wheat Germ Oil 
. E. Conkey Co Wh 
Corn Products Sales Co 38 eat Germ 
Denver Alfalfa Milling & Products Co........... 52 WRITE US FOR FURTHER INFORMATION 
Des Moines Oat Products Co 54 
Doughboy Mills, Inc 2 
Dreyer Commission Co. 56 = 
Duplex Mill & Mfg. Co 53 P 
Elliott Addressing Mch. Co 56 Order a Mixed Car of 
ranke Grain Company aN I 
Fredman Bag Co 51 G ld F'l 
Fruen Milling Co 50 en 0a our 
General Biochemicals, Inc 5 = 2 (The Flour with the Vim and Pep left in) 
Hiawatha Grain Co 56 z “i 
S. Howes Co., Inc 5 = = e 
Hubbard Milling Co 10 = - 
Chas. L. Huisking Co 54 ps: co M e li 
T. E. Ibberson Co 48 =, 
T. E. Ibberson 4 2 rani and idd ings 
A. E. Jacobson Machine Works... 46 = (Higher in Protein) 
Kasco Mills 56 Ey 
Spencer Kellogg & Sons Inc 39 - 
King Midas Flour Mills 60 
La Budde Feed & Grain Co. 58 Ks H  & 
La Budde Feed & Gra 58 ENNANT & HOYT CO. 
Larrowe Milling Co 27 LAKE CITY, MINN. 
Leary Grain Co 56 
Limestone Products Corp. of America............ 30 
Mallinckrodt Chemical Works 50 
Mathieson Alkali Works. 55 
Milwaukee Christmas 16 
Minneapolis Christmas 21 
Morton Salt Co 58 
Murphy Products Co 59 
Myles Salt Co 55 3 
ae = | SOY BEAN MILLS ND 
National Food Company 53 
ationa il Products Co 
New England By Products Co....cnsnn 24 Champaign, Ill. @ Cairo, Ill. DIGESTER TANKAGE 
Northern Milling Co rs Des Moines, Ia. @ Fostoria, O. MEAT AND BONE SCRAPS 
Northrup King & Co 41 BONE MEAL ‘ 
Oyster Shell Products Corp 47 Oe 
Philip R. Park, Inc 45 ‘actu 
Pecos Valley Alfalfa Mill Go... 53 Manufacturers of 
Chas. Pfizer & Co 52 
Pittsburgh Plate Glass Co 40 » | 5 
Prater Pulverizer Co 36 ere se no 
Purina Mills 32 
Quaker Oats Co 34 
Ryde & Co 53 w 
Dr. Salsbury’s Laboratories ..........ccccseesessesene 55 SU stitute 
Screw Conveyor Corp 5 
58 
idne rain Machinery Co 
E. R. Squibb & Sons 29 FOR 
A. L. Stanchfield & Co 56 
E. K. Steul Co 54 
Stone Mountain Grit Co 13 
Strong Scott Mfg. Co 3 
Sunset Feed & Grain Co 57 
Superior Packing Co 56 
wift & Co 57 
Tennant & Hoyt Co 57 P ure old 
Union Special Machine Co 38 pr ocess 41% e 
Vio-Bin Corp. 42 
Vitality Mills, Inc 55 protein 
d 
erthan Bag Corp 
White Laboratories, Inc 49 guarantee 
Wilson & Co 57 
Phone 
Firms that spend money to build good will are Write 
less likely to do anything that might nullify the Wire 
effect of their advertising than firms making no For Prices 


such investment. It 
The Feed Bag advertisers. 


will pay readers to trade with 
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MORTON’S SALT 


Highest Quality 


Prompt Service 


j=} 


=> 


MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 


ll 


SIDNEY 


FEED MIXERS 


increase profits, 
reduce costs 


Make more money by 
mixing feed faster and better 
with Sidney Mixers. Low in- 
itial and operating cost guar- 
antees a larger margin of 
profit. Sidney Mixers are giv- 
ing quiet, dependable service 
in hundreds of mills all over 
the country ... they'll prove 
to be a profitable investment 
for you, tool 


Manufacturers of: 


Corn Crackers and Graders 
Grain and Seed Cleaners 
Electric Truck Hoists 

Ear Corn Crushers 

Corn Shellers 

Feed Mixers 


Elevators Write today tur complete 


details on machinery you 
THE Sidney 


need — no obligation. 
“Manufacturers for over 75 years” @ SIDNEY, OHIO 


Hygeno 


(Process Patent 2014900) 


The Only Litter Development That 
Has Kept Pace with Modern 
Poultrymen 


POINTS OF EXCELLENCE 
Sanitary, both in substance and effect. 


fowls. 


floor. 
Absorbent; it facilitates evaporation. 


Free from moulds and dust. 
Relatively fireproof. 
Durable. 

Inexpensive to use. 


Write for Details and Prices 
A Product of 


WE SPECIALIZE: IN CONCENTRATES 


Poultry Litter 


Chicks won’t eat it; neither will other domestic 


Attracts and retains the heat at the brooder house 


Antiseptically treated to resist germ development. 


Nevada, Iowa 


GRAIN MACHINERY CO. 
in backyard! 


Located as we are at the source of 


origin, we can save you money on 
feeds: 


MALT SPROUTS of ait kinds — long 


fiber, fine ground, choice drum, com- 
partment, and malt hulls. 


DRIED MILK coming from Wiscon- 
sin, home of the finest herds in Amer- 
ica, is bound to be of the highest 
quality anywhere obtainable. 


BARLEY NEEDLES originating from 


nearby malt houses are mighty nice 
and clean. Let us send you samples. 


La BUDDE FEED & GRAIN 


COMPANY 
MILWAUKEE, WIS. 
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Make MORE MONEY 


with 


MURPHY’S in 1941 


Now that the new year is close at hand, it will 
pay every feed merchant to “take stock of him- 
self’. Are you supplying the farmers and feed- 
ers in your territory with the kind of feed they 
want and need? Big grain crops in 1940 have 
caused thrifty farmers to demand concentrates 
that balance these plentiful homegrown feeds. 
And after hearing on the radio how Murphy’s 
will enable them to use their home grown grains 
to better advantage, they want Murphy’s Cut- 
Cost Concentrate for livestock and Murphy's 
Vig-O-Ray Concentrate for poultry. Give the 
farmer what he wants—Murphy’s Concentrates 
—and you will make more money. 


“Why MURPHY DEALERS 


Make More Money 


GET NEW BUSINESS — Straight grain feeders 
become consistent, satisfied Murphy customers. 
MAKE OWN BRANDED FEEDS—Murphy Dealers 
get time-tested formulae that enable them to 
make low-cost complete feeds. 

TRAINED SALES HELP — Murphy's help to put 
trained salesmen in every territory to boost sales. 
FREE SAMPLES—Murphy Dealers get one of the 
biggest order-getting ideas in the feed business 
today—free samples. 

RADIO ADVERTISING—Every Murphy Dealer's 
territory is blanketed by sales-making educa- 
tional feeding broadcasts 52 weeks a year. 


cially to those loyal, progressive feed men 
who sell Murphy's Concentrates. We pledge 
our continued efforts to enable you all to... 
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THE WHEAT 


Only the finest spring wheat, carefully selected and accu 
mulated through the facilities of our hundreds of elevators 
scattered throughout the best wheat producing sections of 
the Northwest, is used to make King Midas flour. 


THE FLOUR 
wf Regardless of price trends or business conditions the con- 


stant, never-failing quality of King Midas flour never varies. 
Made in modern mills under strict laboratory control it is 


the product of an organization proud of its reputation for 
making the finest family flour. 


OUR POLICY 


King Midas policy always protects the independent mer- 
chant and permits us to co-operate with our dealers to the 
fullest possible extent. Our dealers know that King Midas 


service can be depended upon without fail for either straight 
or mixed cars. 


YOUR PROFIT 
G The quality of King Midas flour attracts and holds a class 


of trade that price-cutters cannot tempt from you and as- 
sures steady, profitable, repeat business. You can always 
recommend King Midas flour to your customers—confident 
in doing so you are offering the finest flour the market 


affords. 
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